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The  CIO  Hall  of  Fame  ••  20  men  and 

women  who  changed  IT  and  the  CIO  role 

1987-2007  ••  20  Years  of  Connectivity: 

A  technology  time  line 

2007-2027  -  20  predictions  on  business 
and  IT  from  CIOs,  analysts  and  futurists 


Big  Iron  to  the  BlackBerry  ©  A  desk  in  the  basement  to  a 
seat  on  the  board  ©  Cobol  to  Java  ©  Green  screens  to  flat 
screens  ©  CompuServe  to  MySpace  ©  “What  Is  IT?”  to 
“Does  IT  Matter?”  ©  Reporting  to  proving  to  creating  value 

The  celebration  begins  on  Page  30 
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30  The  Way  We  Were 

20TH  anniversary  |  overview  From  green  screens 
to  flat  screens;  from  a  desk  in  the  basement  to  a  seat  in  the 
boardroom;  20  years  in  review.  By  Thomas  Wailgum 

43  The  CIO  Hall  of  Fame 

20TH  ANNIVERSARY  1  HALL  OF  FAME  Meet  the  20 
CIOs  whose  influence  and  accomplishments  have  earned 
them  a  plaque  in  CIO’ s  Hall  of  Fame. 

By  Margaret  Locher,  C.G.  Lynch,  Thomas  Wailgum  and 
Katherine  Walsh 

57  CIO  to  CEO 

The  Lessons  Learned 


Making  Connections 

20th  anniversary  |  timeline  The  story  of  the  past 
20  years  of  technology  has  been  all  about  connecting  the 
dots— between  devices,  data  and  people.  By  Fred  Hapgood 

vs  2007  to  2027 

The  Shapes  of  Things  to  Come 

20TH  ANNIVERSARY  |  FORWARD  THINKING  We  asked 
20  people  who  understand  the  present  and  think  about  the 
future  what  the  coming  years  may  hold  for  IT,  CIOs,  busi¬ 
ness  and  (why  not  think  big?)  the  whole  human  race. 

The  Staff  of  CIO  and  CI0.com 

more  » 


20TH  ANNIVERSARY  |  VIEW  FROM  THE  TOP  Dawn 

Lepore  won  Web  success  as  CIO  of  Charles  Schwab.  Now 
CEO  of  drugstore.com  and  a  CIO  Hall  of  Famer,  she  tells 
her  own  CIO  that  all  IT  investments  should  be  customer- 
focused.  By  Matt  Villano 


John  Doucette 


Dawn  Lepore 


David  Kepler 
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26  A  Seat  at  the  Table 
career  strategist  CIOs  share 
advice  for  joining  a  board  and  making 
the  most  of  the  experience. 

By  Martha  Heller 

89  Yesterday,  Today 
and  Tomorrow 
the  strategic  cio  Marriott 
International  Hall  of  Fame  CIO  Carl 
Wilson  recalls  when  IT  was  only  about 
technology— and  tells  us  why  it’s  up  to 
today’s  IT  leaders  to  teach  future  CIOs 
tomorrow’s  skills.  By  Carl  Wilson 

In  Every  Issue 


6  From  the  Editor 

IT  has  come  a  long,  long  way.  So  let’s 
celebrate!  By  Abbie  Lundberg 

8  From  the  Publisher 

An  IT  report  to  the  business  should 
never  be  about  IT.  By  Gary  Beach 

11  Trendlines 

►  No  Unix  in  Linux 

►  Video  resumes 

►  Your  company  on  Wikipedia: 

Edit  with  care 

►  Vendor  management 

►  How  to  advance  during  restructuring 

►  Anniversary  contest  winners 

►  Hot  Jobs:  Systems  administrator 

21  Essential  Technology 

CIOs  are  trading  in  their  ancient  spread¬ 
sheets  for  more  nimble  BI  applications. 

By  John  Edwards 

86  Index 


Measure  Success,  Find  Answers 

New  on  ClO.com’s  outsourcing  coverage:  1)  Why 
measuring  outsourcing  success  is  about  more 
than  service-level  agreements  2)  How  India  and 
China  compare  as  destinations  3)  Why  communi¬ 
cation  (not  cost  savings)  should  be  your  first  order 
of  outsourcing  business.  See  links  below  and  sign 
up  for  the  Outsourcing  and  Staffing  newsletter  at 
www.cio.com/newsletters. 

1)  www.cio.com/article/138300 

2)  www.cio.com/article/135750 

3)  www.cio.com/article/137952 

[LEADERSHIP] 

Read  (and  Listen) 

Go  to  CIO.com  to  read  our  growing 
library  on  executive  leadership  and 
effective  management.  Recent  additions 
include  "Howto  Be  an  Executive,”  about 
encouraging  creativity  among  your  staff 
and  "Seven  Deadly  Sins  of  (Not)  Listen¬ 
ing, "about  the  cost  of  tuningout  your 
colleagues. 

www.cio. com/article/136804 
www.cio. com/article/134801 

[CIO’S  ANNIVERSARY] 

We  Remember  When 

In  1997— before  the  dotcom  boom  and 
bust,  before  outsourcing  went  main¬ 
stream  and  before  CIOs  had  a  seat  at 
boardroom  meetings— CIO  picked  its 
first  set  of  leadersforourHallof  Fame.  Go 
to  CIO.com  to  meet  them. 
http://www.cio.com/article/104201 


»  Talent  Show:  Outsourcing’s  Innovation  Crisis 
»  Information  Collective:  How  Palm  lost  its  punch 
»  Lists:  Rankingthe  seven  wonders  of  the  IT  world 
»  Green  IT:  Could  you  be  shamed  into  going  green? 


[NEW  BLOG] 

WORLDLY 

INSIGHTS 

The  rough  world  of  out¬ 
sourcing  requires  street 
smarts,  and  CIO  Senior 
Editor  Stephanie  Overby 
brings  them  to  you  in  her 
new  blog,  Talent  Show. 
advice.cio.com/blogs/ 
talent  show 
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FROM  THE  EDITOR 


20  Years  of  You 

IT  has  come  a  long,  long  way.  So  let's  celebrate! 

CIO  is  20.  Big  deal,  right?  Who  cares  about 
a  magazine’s  anniversary  other  than  its  proud- 
parent  editors?  As  Jack  Shafer  wrote  in  Slate  last 
year:  “Like  birthday  parties  thrown  by  the  birth¬ 
day  boy,  anniversary  issues  tend  to  overindulge 
the  honoree.”  And  so  we  dedicate  this  issue  not  to 
ourselves  and  what  we’ve  done,  but  to  you. 

In  the  scheme  of  anniversaries,  20  is  not  all 
that  momentous.  Heck,  National  Geographic  will 
be  120  next  year.  But  National  Geographic  covers, 
basically,  the  entire  planet,  which  has  been  around  for  a  while. 

Not  so  IT.  Twenty  years  ago,  most  companies  didn’t  even  have  a  local  area  net¬ 
work.  Ten  years  ago,  the  countdown  to  Y2K  was  still  27  months  and  counting,  and 
we  were  just  entering  the  on-ramp  to  the  autobahn-like  ride  of  the  tech  boom  (and 
its  subsequent  ugly  crash). 

Back  then,  competitive  advantage  through  IT  meant  one  of  three  things:  Ameri¬ 
can  Hospital  Supply’s  ASAP  (an  electronic  order  entry,  tracking  and  supplies 
management  system),  American  Airlines’s  Sabre  online  reservation  system,  or  Otis 
Elevator’s  system  for  elevator  service  and  maintenance.  With  IT  still  immature, 
companies  had  to  build  strategic  systems  from  scratch.  The  competitive  advantage 
they  derived,  while  costly  and  hard  to  build,  was  likely  to  last  some  time. 

Today,  competitive  advantage  through  IT  is  more  easily  found  but  also  harder 
to  sustain.  Innovation  is  often  opportunistic  and  incremental,  demanding  the 
ability  to  spot  an  opportunity  quickly  (which  requires  a  deep  understanding  of  the 
business),  conceive  a  differentiated  product  or  service  (requiring  a  sophisticated 
understanding  of  one’s  technology  options),  deliver  the  new  offering  before  the 
competition  does  (both  a  flexible  infrastructure  and  operational  agility  required), 
and  be  ready  to  move  on  when  the  opportunity  has  been  fully  exploited. 

In  20  years,  we’ve  reported  some  amazing  IT  successes  and  failures.  Your  role 
has  changed;  even  the  terms  for  what  you  run  have  changed,  from  data  processing 
to  management  information  systems  to  just  information  systems  to  information 
technology.  Now  people  are  talking  about  business  technology. 

Maybe  it’s  indulgent  to  celebrate  20  years  of  you,  but  we  don’t  think  so.  We  hope 
you  enjoy  this  package  as  we  look  back  on  the  past  and  forward  into  the  future— 
and  connect  some  dots  along  the  way.  I  suspect  you’ll  be  as  impressed  as  we  are  by 
all  that  CIOs  have  accomplished.  And  maybe  feel  just  a  little  bit  proud. 

Abbie  Lundberg,  Editor  in  Chief 

lundberg(a)cio.com 
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FROM  THE  PUBLISHER 


WalkingtheWalk 

An  IT  report  to  the  business  should  never  be  about  IT 

Lots  of  CIOs  talk  the  “business  value  of  IT”  talk, 
but  few  walk  the  walk  better  than  Dave  Hansen, 
CIO  for  CA,  the  enterprise  software  vendor. 

I  recently  met  Hansen  as  we  prepared  to 
address  a  group  of  Midwest  technology  execu¬ 
tives  on  the  subject  of  delivering  business  value 
through  IT.  As  we  compared  notes  before  the  ses¬ 
sion,  I  asked  Hansen  what  he  would  be  presenting 
to  the  group. 

“I  think  I’ll  share  the  contents  of  our  2007 
Global  Information  Services  report,”  he  said  as  he  placed  the  well-designed  30- 
page  report  on  the  table  in  front  of  me. 

“Oh,  that’s  interesting,”  I  replied,  giving  it  a  cursory  glance.  “Is  this  a  section  of 
CA’s  annual  report  or  a  governance  document?” 

“Neither,”  Hansen  said.  “It’s  our  first-ever  global  IT  services  report  that  we 
produced  for  management,  employees,  partners  and  customers  to  show  them— in 
great  detail— how  IT  is  delivering  business  value.” 

I  grabbed  the  report  off  the  table  and  flipped  through  it.  I  was  thoroughly 
impressed.  It  truly  was  a  business  document  about  IT;  it  was  most  definitely  not 
an  IT  document. 

Hansen’s  report  went  way  beyond  typical  mission  statement  platitudes  and 
jargon.  One  of  my  favorite  parts  was  a  chart  entitled  “An  Average  Day  in  the  Life 
of  Global  IT,”  which  included  information  on  how  any  and  all  security  threats 
are  dealt  with  daily,  how  many  change  management  requests  are  processed 
and  so  on. 

We  all  know  there  are  no  “average”  days  in  IT— global  or  otherwise— and 
Hansen’s  report  illuminated  and  underscored  that  understanding  with  pages 
of  data  and  charts  that  provided  clarity,  transparency  and,  of  course,  value  for 
the  business. 

Needless  to  say,  the  audience  responded  very  well  and  many  wanted  a  copy. 

You  can  have  a  copy,  too.  Drop  me  an  e-mail  with  your  company’s  name  and 
I’ll  make  sure  you  get  one. 

Then  you  can  stop  just  talking  the  IT  value  talk  and  start  walking  like 
a  businessman. 


Gary  Beach,  Publisher  Emeritus 

gbeach@cio.com 
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Your  potential.  Our  passion. 

Microsoft 
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A  Global  Airline  Tracking  40  Million  Passenger  Records. 

Running  on  Microsoft  SQL  Server  2005. 


SAS  Scandinavian  Airlines  landed  on  Microsoft'  SQL  Server™ 2005 
running  on  Windows  Server*  2003  as  the  best  way  to  consolidate 
35  applications  linked  to  their  data  warehouse.  Now  they're  able  to 
track  passenger  records  24x7.  See  how  at  microsoft.com/bigdat.- 


Microsoft 


SQL  Server  200 


his  notebook  may 
crash,  but  his 
drive  won’t. 


Samsung  Solid  State  Drive 

A  new-generation  Flash  drive  available 
in  notebooks  from  leading  OEMs. 


endurance  (MTBF1)  >  over  2  million  hours 


shock  resistance 

>  1500G  /  0.5ms 

read  speed 

>  100MB  /  sec 

write  speed 

>  80MB  /  Sec 

active  power  consumption  <  0.5W 

system  boot  speed" 

<  24  sec 

operating  temperature 

L _ 

-25C  -  85C 

solid  state  reliability 

Introducing  the  new  Samsung  Flash  Solid  State  Drive  (SSD). 

No  moving  parts,  except  some  hardworking  electrons.  A  mean  time 
between  failures  (MTBF)  six  times  longer  than  a  hard  drive.  Virtually 
unlimited  shock  resistance.  And  power  use  that  extends  battery  life 
up  to  20%.  With  a  Samsung  SSD  inside  your  notebook,  your  data  is 
always  there  when  you  need  it. 

www.samsungssd.com 


’Mean  Time  between  Failure 

2HP  NX9420,  XP  Pro,  Core  Duo  Processor  2.0Ghz,  512MB  RAM,  ICH  7,  i945  Chipset 
©  2007  Samsung.  All  rights  reserved. 
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NEW  *  HOT  *  UNEXPECTED 


Video  Resumes 

Get  More  Play 


career  In  the  age  of  YouTube, 
job  seekers  have  gone  creative: 
Armed  with  webcams  and  digital 
videocameras,  they’re  tapping 
into  their  inner  Tarantino  to  score 
interviews  and  ultimately  land  jobs. 
Video  resumes— one-  to  two-minute 
presentations  in  which  candidates 
summarize  their  skills,  experiences 
and  qualifications— are  increasingly 
popular  because  they  can  give  a 
hiring  manager  a  sense  of  the  indi¬ 
vidual.  But  they’re  not  for  everyone, 
and  the  emphasis  that  video  places 
on  looks  may  make  some  employers 
fearful  of  discrimination  claims. 


Yet  the  tactic  is 
working.  Sean  Ebner, 

VP  of  professional 
services  for  IT  staff¬ 
ing  firm  Spherion, 
was  intrigued  when 
he  received  an  e-mail 
from  a  candidate 
that  included  a  link  to  a  video.  He’d 
already  seen  a  resume  for  the  candi¬ 
date,  Gina  Hanson,  who  wanted  to 
transfer  from  Spherion’s  Canadian 
office  to  a  new  position  in  its  Phoe¬ 
nix,  Ariz.,  office. 

Ebner  watched  the  55-second 
video  that  featured  Hanson  talking 


about  her  background  and  inter¬ 
est  in  the  role  and  asking  for  an 
in-person  meeting.  Impressed  with 
her  confidence,  initiative  and  profes¬ 
sionalism,  Ebner  brought  her  in  for 
an  interview. 

“I  get  broadcast  e-mails  that  begin, 
‘Dear  Madam  Continued  on  Page  12 
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No  Unix  in  Linux:  Users  Can  Relax 


open  source  Now  that  Novell  has  scored  a  major 
win  for  Linux  in  its  legal  battle  with  The  SCO  Group, 
Novell  has  no  interest  in  becoming  like  the  company  it 
just  defeated.  It  won't  mount  any  copyright  infringement 
claims  over  Unix,  the  company  says. 

"We’re  not  interested  in  suing  people  over  Unix,”  says 
Novell  spokesman  Bruce  Lowry.  “We’re  not  even  in  the 
Unix  business  anymore.” 

In  mid-August,  a  judge  upheld  Novell’s  claims  to  Unix 
copyrights  that  SCO  said  it  owned.  Those  copyrights 
were  the  basis  for  SCO’s  highly  controversial  and  ongo¬ 
ing  Linux  patent  infringement  suit  against  IBM. 

The  ruling  means  “the  cloud  has  lifted  over  Linux," 
Lowry  says:  Users  and  distributors  of  the  open-source 
OS  finally  can  breathe  a  sigh  of  relief  that  they  are  not  in 
violation  of  Unix  copyrights. 


“We  don’t  believe  there  is  Unix  in  Linux,”  Lowry  says. 
“We’ve  been  fighting  that  all  along.” 

One  thing  seems  fairly  certain:  This  Novell  ruling 
sinks  SCO’s  case  against  IBM  once  and  for  all.  SCO  is 
still  embroiled  in  cases  with  IBM,  AutoZone  and  Red 
Hat.  Both  the  AutoZone  and  Red  Hat  cases  had  been  put 
on  hold  until  the  IBM  case  was  resolved. 

(Another  case,  which  SCO  brought  against  Daim- 
lerChrysler  for  Unix  copyright  infringement,  was 
dismissed  in  2004.) 

“It’s  over,”  Pamela  Jones,  founder  and  editor  of 
Groklaw,  says  of  SCO’s  battle  against  Linux.  “SCO 
couldn’t  find  any  infringement  even  when  it  had  access 
to  the  entire  copyrighted  code  base.  No  one  else  will  find 
anything  either.” 

-Elizabeth  Montalbano 


ILLUSTRATION  BY  JAMES  YANG/CORBIS 
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search  Have  you  been  asked  to  monitor  your  company’s 
image  on  Wikipedia?  A  word  of  caution  about  editing  entries  "anon¬ 
ymously”:  A  new  online  tool  can  show  who  made  the  changes. 

Virgil  Griffith,  a  graduate  student  at  the  California  Institute 
of  Technology,  has  developed  Wikipedia  Scanner,  a  tool  (freely 
available  at  http://wikiscanner.virgil.gr/)  that  traces  the  IP 
address  of  people  who  make  edits  to  the  online  encyclopedia. 
Wikipedia  allows  people  to  edit  anonymously,  but  keeps  detailed 
logs  of  the  changes  made. 

Many  of  the  edits  detected  by  the  scanner  correct  spelling 
orfactual  errors,  but  others  have  been  used  to  polish  entries  by 
rewriting  or  removing  critical  material.  The  scanner  has  traced 
edits  to  people  at  the  CIA,  Vatican  and  large  companies. 

Someone  on  Wal-Mart’s  network,  for  instance,  altered  a  line 
about  the  wages  it  pays  employees.  The  original  entry  stated 
that  “Wages  at  Wal-Mart  are  about  20%  less  than  at  other  retail 
stores,”  citing  the  author  Greg  Palast  as  the  source.  The  revised 
entry  reads:  “The  average  wage  at  Wal-Mart  is  almost  double  the 
federal  minimum  wage,”  and  changes  the  attribution  to  Wal-Mart. 

A  person  with  access  to  an  I P  address  at  the  election  systems 
division  of  Diebold  cut  large  sections  out  of  an  entry  about  con¬ 
cerns  of  security  experts  over  the  integrity  of  Diebold’s  voting 
machines,  as  well  as  information  about  the  CEO’s  fund  raising  for 
President  George  W.  Bush.  The  deleted  text  was  later  restored. 

Griffith  states  on  his  website  that  the  idea  for  the  tool  hatched 
when  he  heard  of  politicians  “white-washing”  Wikipedia  pages. 

-John  Blau 


of  VMOs  exist  inside 
the  IT  organization. 
That’s  up  from  62% 
in  2005. 


52% 

of  companies  with 
a  VMO  say  it  helps 
IT's  rep:  IT  is  viewed 
more  positively  than 
it  was  one  year  ago. 


VENDOR  MANAGEMENT 

How  do  you  squeeze  the  most  value 
from  your  company's  relationships 
with  hardware  and  software  com¬ 
panies,  management  consultants 
and  outsourcing  firms?  Almost  half 
of  North  American  companies  now 
use  a  dedicated  team: 


SOURCE:  Forrester  ~ 
Research,  "Trends  in 
North  American  Vendor 
Management." 


or  Sir.’  Her  video  was  specifically  tailored 
to  my  organization  and  the  role  I  was  fill¬ 
ing,”  Ebner  says. 

Now  a  growing  number  of  companies 
like  Workblast.com  host  job  seekers’ 
video  resumes.  While  Monster.com 
is  still  only  exploring  the  use  of  video, 
CareerBuilder.com  launched  a  video 
resume  service  in  June  2007. 

A  CareerBuilder  survey  of  more  than 
2,200  hiring  managers  and  human 
resources  professionals  conducted  in  late 
2006  found  that  60  percent  of  respon¬ 
dents  expressed  some  interest  in  viewing 
video  resumes. 

Those  numbers  haven’t  yet  translated 
into  a  game-changing  juggernaut.  Bill 
Wiseley,  a  client  relations  expert  with  IT 
staffing  firm  Xsell  Resources,  says  less 
than  2  percent  of  his  firm’s  clients  ask 
for  video  resumes,  and  only  about  1  per¬ 
cent  of  their  job  candidates  offer  them. 
Spherion’s  Ebner  says  he’s  received  only 
seven  video  resumes  in  the  past  two 
years  and  Robert  Urwiler,  the  CIO  of  Vail 
Resorts,  says  he’s  never  received  one. 

Nevertheless,  Urwiler  says  video 
might  help  the  right  candidate:  “If  I  liked 
the  presentation  coupled  with  the  infor¬ 
mation  in  writing,  the  candidate  with  the 
video  would  find  themselves  differenti¬ 
ated.  It  would  give  them  an  advantage 
from  a  screening  process  standpoint. 

Discerning  a  candidate’s  professional¬ 
ism  and  creativity  is  increasingly  impor¬ 
tant  for  IT  positions  such  as  business 
analysts  and  developers  for  customer¬ 
facing  applications,  adds  Urwiler. 

And  at  a  time  of  stiff  competition  for 
qualified  IT  workers,  video  resumes  can 
expedite  screening,  saving  employers 
time  and  money,  says  Wiseley. 

For  advice  on  creating  your  own  clip, 
see  “Seven  Tips  for  Creating  an  Effective 
Video  Resume,”  at  www.cio.com/ 
article/132751. 

-Meridith  Levinson 
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Internal  Audit 


Business  Risk 


Technology  Risk 


RISK 

AND  HOW  IT  COULD  BECOME 

YOUR  BIGGEST 

ASSET 


What  is  it  that  all 
Fortune  1000®  firms 
want,  but  little  more 
than  half  of  them  have?  A  high 
degree  of  confidence  that  they 
are  effectively  identifying  and 
managing  potentially  significant 
risks.  As  the  leader  in  Risk 
Consulting,  Protiviti  knows  better  than  anyone  what 
the  nation’s  largest  companies  are  doing— and  failing 
to  do— with  regard  to  their  risks.  In  fact,  based  on  a 
comprehensive  survey  of  senior  executives  at  these 
firms,  we’ve  produced  the  2007  edition  of  our 


annual  US.  Risk  Barometer  report. 
It’s  an  authoritative  benchmark  for 
evaluating  your  own  organization’s 
Risk  Management  capabilities— 
capabilities  that  can  improve 
process  performance,  strengthen 
compliance  and  grow  your  company. 
And  if  effective  risk  management 
can  give  you  an  edge  over  almost  50  percent  of  the 
competition,  well,  that’s  what  we  call  a  very  big  asset. 

To  get  a  complimentary  copy  of  the  2007  U.S.  Risk 
Barometer,  which  includes  expanded  information  by 
industry,  visit  protiviti.  com/riskbarometer. 


Know  Risk.  Know  Reward. 


©  2007  Protiviti  Inc.  An  Equal  Opportunity  Employer.  Protiviti  is  not  licensed  or  registered  as  a  public  accounting  firm  and  does  not  issue  opinions  on  financial  statements  or  offer  attestation  services.  0206-9C>' 


How  to  Move  Up  During  Restructuring 


ON  THE  MOVE  A 

restructuring  doesn’t  always 
mean  you’re  going  to  lose 
your  job.  Though  the  word 
has  come  to  connote  desper¬ 
ate  cost  cutting  and  massive 
layoffs,  sometimes  an  execu¬ 
tive  can  make  lemonade 
from  this  situation. 

Jim  Ward’s  move  from 
acting  CIO  to  official  CIO 
in  August  came  amid  an  “organiza¬ 
tional  realignment”  at  his  company, 
transportation  and  logistics  provider 
Pacer  International.  Much  like  typical 
corporate  restructurings,  the  realign¬ 
ment  at  Pacer  is  intended  to  streamline 
operations,  strengthen  core  businesses 
and  encourage  integration  across  busi¬ 
nesses,  according  to  the  company. 


Jerry 

Wackerhagen 


Jerry  Wackerhagen  was 

promoted  from  executive 
VP  and  CIO  of  Cash  America 
International  to  president 
of  retail  lending  services 
amid  a  management 
“realignment”  designed 
“to  establish  management 
efficiencies  and  facilitate 
future  growth,"  according 
to  a  company  press  release. 
(Some  companies  have  given  up  the 
dirty  word  “restructuring”  in  favor  of  the 
kinder,  gentler  realignment.) 

To  move  up  (or  to  stay  put)  while 
others  are  moving  out— assuming  you 
still  want  to  work  for  your  firm  after  it’s 
been  restructured  or  realigned— be 
sure  to  make  friends  with  the  leader¬ 
ship  team  that’s  going  to  remain  after 


such  changes,  says  Gerry  McNamara, 
a  recruiter  with  Heidrick  &  Struggles. 

If  your  newly  restructured  company  is 
in  acquisition  mode,  McNamara  says 
a  CIO  has  to  be  able  to  answer  the  fol¬ 
lowing  questions  about  an  acquisition 
target  if  he  or  she  wants  a  chance  to 
stay  on  board: 

Who  has  the  better  systems,  and 
how  long  will  that  take  to  determine? 

How  quickly  can  we  move  the 
acquired  company’s  data  over  to  our 
systems,  and  how  much  will  it  cost? 

"If  you  are  an  IT  leader  who  under¬ 
stands  technology  and  business  strat¬ 
egy  and  has  enamored  him-  or  herself 
with  corporation's  leadership,  you're 
going  to  be  part  of  that  team  going  for¬ 
ward,"  says  McNamara. 

-Meridith  Levinson 


cio.com 


Read  Meridith  Levinson's  MOVERS  AND  SHAKERS  blog  for  the  latest  moves.  Find  it  at  advice.cio.com. 


Anniversary  Contest  Winners 


2oth  anniversary  To  celebrate  CIO’s  20th 
anniversary  and  20  years  of  IT  excellence,  we  mounted 
two  contests:  “Making  History,”  in  which  we  invited  our 
readers  to  blog  on  the  most  momentous  achievements, 
most  important  people  and  biggest  disasters  of  the  last 
20  years,  and  the  "CIO  IT  Trivia  Quiz,"  in  which  we  tried 
to  stump  you  with,  you  know,  trivia. 

The  three  winners  of  the  Trivia  Quiz  (all  with  perfect 
scores)  are:  Rudy  Kolb,  director  of  IT  for  Rain  Bird  Corp.; 
David  Gracia,  director  of  IT,  Soldiers  Systems  Center; 
and  Hui  Lu,  SCM  analyst,  Capital  One  Financial.  They 


each  win  an  HP  iPAQ  510  Voice  Messenger,  courtesy 
of  our  sponsor,  CompuCom.  (You  can  still  test  your 
IT  IQ  and  take  the  quiz  at  http://quizzes.cio.com/20th_ 
anniversary_quiz,  but  you  can't  win  any  prizes.) 

At  press  time,  the  three  confirmed  winners  of  the 
"Making  History"  contest  are:  Laura  Ann  Adams,  family 
support  specialist;  Visar  S.  Jusufi,  CIO,  Central  Banking 
Authority  of  Kosovo;  and  Nick  Pflugh,  IT  leader,  Ken- 
nametal.  They  each  win  an  HP  Photosmart  R967  Digital 
Camera,  again  courtesy  of  CompuCom. 

Congratulations  to  our  winners. 


. A 
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ILLUSTRATION  BV  CREATIVE  ARCHETYPE 


WE’RE  BECOMING  WELL  KNOWN  FOR  RAISING  SPIRITS 


Implement  technology  solutions  that  leverage  our  extensive  hardware  and  software  expertise 
and  you’ll  toast  to  business  success.  As  more  businesses  look  for  a  partner  to  help  achieve 
their  challenging  IT  goals,  the  choice  is  clear.  Gain  a  trusted  advisor.  Gain  Insight. 


Sun  Fire  X4100  M2  x64  Server 

AB6-FWZ1AN2GAL9 

•  More  energy-efficient  than 
” Ollrl  Xeon  servers 

inkmyttem 

•  Runs  virtually  any  OS 

•  Simplified  remote  management 


Intel  PR0/1000  PT  Quad  Port  Server  Adapter 

EXPI9404PT 

•  Ethernet,  Fast  Ethernet,  Gigabit  Ethernet 

•  Data  Transfer  Rate:  1  gigabit/sec 

•  PCI  Express  x4 

•  Limited  lifetime  warranty 


3CBLSG24-US 


•  New  voice  ready  switch  for  SMB  Technology 

3Com  .24 10/100/1000 ports  Solutions 

•  Four  gigabit  SFP  ports 

•  Advance  QoS  like  Auto  Voice  VLAN 


insight.com  T  800.927.3209 


Source  Code:AD068 

©  2007  Insight  Direct  USA.  Inc  All  rights  reserved  Insight  is  a  registered  trademark  of  Insight  Oirect  USA.  Inc.  All  other  company  and  product  names  are  trademarks  or  service  marks  of  their  respective  owners.  For  all  prices  and  products,  we  reserve  the  right  to  make  adjustments  due  to  errors,  changing  market  conditions,  product  discontinuations  or  typographical  errors 


Xerox  Global  Services  helps  companies  reach  their 
that  improve  response  rates  while  boosting 


To  build  business,  you  need  to  reach  customers  on  a  one- 
to-one  basis.  Xerox  Global  Services  offers  professional  and 
docmnent  outsourcing  services  to  help  you  customize  your 


customer  communications.  Our  Document  Advisors 
will  show  you  how  to  create  high-impact,  personalized 
messages  from  conception  through  production.  Because 


xerox.com/one-to-one  1-800-ASK-XEROX 

©  2007  XEROX  CORPORATION.  All  rights  reserved.  Xerox*  and  There's  a  new  way  to  look  at  it*  are  trademarks  of  XEROX  CORPORATION  in  the  United  States  and/or  other  countries. 


customers  with  personalized  targeted  messages 
customer  loyalty.  There’s  a  new  way  to  look  at  it. 


we  have  years  of  experience  creating  digital  documents, 
our  methods  are  proven  to  drive  greater  customer  response, 
help  build  your  brand  and  be  more  cost-effective.  Results? 


Higher  customer  loyalty  and  business  performance 
you  can  measure.  To  see  how  we  can  improve  your 
business  one  customer  at  a  time,  please  visit  our  website. 


XEROX 


Technology 


Document  Management 


Consulting  Services 


Systems  Adm  i  n  istrator 
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job  description:  Systems  administrators  install,  upgrade,  moni¬ 
tor  and  maintain  software  and  hardware  to  keep  IT  operations 
running  smoothly.  They  often  do  data  backup  and  recovery.  In 
small  IT  departments,  they  are  jacks-of-ali-trades.  Very  large 
organizations  can  have  dozens  of  systems  administrators,  each 
focused  on  specific  areas.  Things  they  typically  maintain  include 
operating  systems,  business  applications,  midrange  server 
hardware,  local  and  wide  area  network  hardware  and  software, 
security  tools,  Web  servers,  e-mail  systems  and  PCs.  The  job 
is  as  unglamorous  as  it  is  essential,  says  Jim  Lanzalotto,  vice 
president  of  strategy  and  marketing  at  Yoh,  a  recruiting  and  out¬ 


sourcing  provider.  “It’s  like  the  offensive  line  guys  protecting  the 
quarterback,”  he  says.  “If  they  do  their  job  right,  you  never  hear 
about  them.” 


iiiiiiiiiiiiiiiiiiimimmiiiiiiiimiiimmmimmimmmmmmiiiiiiim 


why  you  need 
one:  Systems  admin¬ 
istrators  are  experts  in 
the  nuts  and  bolts  of  the 
company’s  IT  engine, 
doing  essential  tasks 
every  day  to  prevent 
problems  and  improve 
systems’  performance. 
When  something  does 
break,  they  do  early- 
stage  diagnostics. 


They  also  stay  on  top 
of  technology  changes 
affecting  the  company’s 
systems.  It’s  a  role  that 
will  be  in  demand  for 
the  foreseeable  future, 
says  John  Estes,  vice 
president  at  Robert  Half 
Technology,  a  staffing 
company.  “Systems  are 
growing  in  numbers  and 
complexity,  and  there 
are  always  new  product 
innovations,"  he  says. 

desired  skills: 

Minimum  of  three  to 
five  years  of  experience, 
depending  on  the  work’s 
complexity.  For  higher- 
level  positions,  some 
companies  require  a 


bachelor’s  degree  in 
computer  science,  but 
many  employees  have 
a  two-year  degree  from 
a  technical  institute  or 
specific  vendor  certifi¬ 
cations. 

how  to  find  them: 

CIOs  often  grapple 
with  whether  to  “buy 
or  build”  talent.  When 
it  comes  to  systems 
administrators,  it’s 
better  to  hire  from  the 
inside,  says  Dave  Van 
De  Voort,  principal 
human  capital  consul¬ 
tant  at  Mercer  Human 
Resource  Consulting. 
"There  is  a  value  in  hav¬ 
ing  systems  admins  who 


are  familiar  with  your 
business  processes  and 
IT  infrastructure,”  he 
says.  If  looking  outside 
your  organization,  try 
trade  associations, 
network  at  conferences, 
and  look  in  online 
forums  and  blogs. 

what  to  look  for: 

Excellent  problem¬ 
solving  skills,  current 
knowledge  of  technol¬ 
ogy  and  the  ability  to  be 
a  constant  learner.  Must 
be  comfortable  multi¬ 
tasking  and  dealing  with 
crises. 


elimination 
round:  Fling  a  spe¬ 
cific  technical  question 
about  the  systems  the 
candidate  will  oversee, 
whether  it  be  virtual 
LANs,  hybrid  Linux/ 
Windows  environments, 
storage  or  networks. 


Typically,  these 
employees  start  as 
hardware  technicians, 
in  charge  of  PCs  and 
peripherals,  or  provid¬ 
ing  desktop  software 
support,  and  move 
up  through  the  ranks. 
Groom  those  who  have 
always  liked  technol¬ 
ogy,  who  took  com¬ 
puters  apart  in  their 
teens. 
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Staffing  Services 
Team  Services 
Component  Services 
Workforce  Management  Services 


...which  is  why  we  are  committed  to  bringing  you  innovation, 
expertise,  and  the  nation's  best  talent. 

TEKsystems®  is  proud  to  have  earned  a  reputation  for  offering 
unparalleled  technology  expertise.  In  fact,  as  a  leading 
technology  services  company,  our  commitment  to  creating 
and  upholding  the  highest  standards  is  only  exceeded  by 
our  passion  to  satisfy  customers  through  superior  service. 

Deploying  expertise  with  the  right  skills  and  methodology 
to  manage  complex  technology  implementations  is  our 
primary  goal.  We  constantly  challenge  ourselves  to  build 
upon  our  robust  portfolio  of  services,  and  deliver  top-tier  talent 
capable  of  implementing  virtually  any  form  of  technology. 

Visit  us  at  www.teksystems.com  for  more  information, 
or  call  888-835-7978  to  arrange  to  meet  with  an  account 
manager. 

people  you  can  trust  results  you  can  count  on 

systems 
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If  your  datacenter  is  bulging  at  the  seams,  we  can  help.  We're  Digital  Realty  Trust,  the  largest  owner  and  operator  of  datacenters  in  the  industry,  with  over  12  million 
square  feet  of  facilities  across  the  United  States  and  Europe.  We  provide  datacenter  facility  solutions  ranging  from  move-in  ready  to  build-to-suit.  We  can  solve  your 
datacenter  space  problems.  Be  one  of  the  first  200  people  to  download  our  whitepaper,  "Determining  the  Datacenter  You  Need"  and  receive  a  limited  edition 
Space  Monster  bobble  head,  www.digitalrealtytrust.com/spacemonster 
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CIOs  are  trading 
in  their  ancient 
spreadsheets  for 
more  nimble  Bl 
applications 


The  End  of 
Spreadsheet  Rex 

BY  JOHN  EDWARDS 


BUSINESS  INTELLIGENCE  |  Janis  O’Bryan  views  traditional  spreadsheet  applica¬ 
tions  in  the  same  light  as  floppy  drives,  dial-up  modems  and  other  dusty  IT  relics.  “In 
many  respects,  it’s  simply  time  to  move  on,”  says  the  CIO  for  Hudson  Advisors,  a  global 
commercial  mortgage  brokerage  and  real  estate  asset  management  firm  headquartered 
in  Dallas. 

By  shifting  her  company’s  IT  and  global  corporate  accounting  departments  to  a  busi¬ 
ness  intelligence  (BI)  application,  O’Bryan  is  like  many  other  CIOs  who  have  transitioned 
employees  away  from  traditional  spreadsheets  and  toward  sophisticated  tools  produced 
by  vendors  such  as  Oracle,  Applix,  Business  Objects,  Cognos,  SAS  and  iDashboards. 
CIOs  who  have  made  the  switch  frequently  cite  benefits  such  as  faster  and  more  detailed 
analysis,  better  planning  capabilities,  consistent  views  between  users,  automated  data 
inputs  from  multiple  sources  and  increased  data  source  accuracy. 

Of  course,  no  organization  wants  to  get  rid  of  its  spreadsheet  application  just  because  it’s 
an  old  technology.  Most  adopters  turn  to  BI  for  help  with  solving  strategic  business  prob¬ 
lems,  like  digging  out  the  hidden  meanings  buried  inside  sales  statistics  or  spotting  pro- 
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“I  am  fearless. 

I  drive  security  strategy  for  a 
global  500  company. 


I  provide  secure  access  to  business 
resources  anytime,  anywhere. 


I  believe  security  should  connect 
people,  not  isolate  them. 


Secure  anytime,  anywhere  access.  When  it  comes  to  security,  most  businesses  understand  what  it  means 
to  fail.  But  few  can  imagine  what  it  would  mean  to  succeed.  RSA’s  information-centric  security  solutions 
can  move  your  business  forward.  That’s  why  we’re  the  chosen  security  partner  of  more  than  90  percent  of 
the  Fortune  500.  Don’t  just  secure  your  business.  Accelerate  it.  Learn  more  at  www.rsa.com/go/glide  The  Security  Division  of  EMC 
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Enterprise  Data 


Manage  Compliance 
and  Security  Information 
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duction  bottlenecks.  But  there  are  other 
advantages  to  BI  tools,  such  as  how  they 
help  users  make  sense  of  data. 

“BI  has  a  nice  way  of  standardizing 
how  people  perform  calculations,” 
says  David  O’Connell,  a  senior  analyst 
at  Nucleus  Research.  “It  allows  you  to 
get  to  work,  not  to  work  the  data.” 

The  Analysis  Problem 

For  O’Bryan,  the  decision  to  jump  from 
Microsoft  Excel  to  Oracle’s  Hyperion 
Planning  was  motivated  mostly  by 
a  desire  to  bring  consistency  to  her 
unit’s  budgeting  and  planning  opera¬ 


tions.  “There  was  no  workflow  and  we 
were  juggling  disparate  spreadsheet 
information,”  she  says.  That’s  a  big 
problem  when  you  have  a  staff  that’s 
highly  mobile  and  distributed  across 
several  countries. 

The  software’s  spreadsheetlike, 
Web-based  interface  was  another 
important  factor  leading  to  its  adop¬ 
tion,  O’Bryan  says.  “The  familiar  Excel 
format  meant  we  didn’t  have  to  waste 
time  and  resources  on  end-user  train¬ 
ing,”  she  notes.  “We  have  centralized 
budgeting  and  forecasting,  and  the  fact 
that  it’s  Web-based  means  that  users  in 
all  of  the  regions  can  access  it  remotely 
in  exactly  the  same  way.” 

O’Bryan  feels  that  Hyperion  Plan¬ 
ning  provides  a  wider  and  deeper 
array  of  analysis  tools  than  Excel, 
such  as  a  module  that  automates  the 
planning  of  capital  assets  and  capital 
asset-related  expenses.  This  capability 
allows  the  IT  group  to  analyze  spend¬ 
ing  down  to  much  finer  levels  of  detail 
than  would  be  possible  with  a  spread¬ 


sheet.  “We  can  now,  for  instance,  deter¬ 
mine  whether  we  need  to  consolidate 
hardware  purchases  by  region,”  she 
says. 

Hyperion  Planning  has  enabled 
O’Bryan  to  recast  her  IT  group’s  role 
within  the  company  from  that  of  a  mere 
service  provider  to  a  strategic  player.  The 
application  links  to  multiple  reporting 
applications,  giving  Hudson  executives 
a  better  view  of  IT  investments,  the 
department’s  cash  flow  and  tax  report¬ 
ing  issues.  “Internally,  it  has  helped  us 
to  understand  the  expenses  contained 
in  monthly  forecasts  while  making  us 


more  sensitive  to  what’s  being  spent,” 
she  says. 

Smarter  Reporting 

Jim  Burger,  director  of  information 
systems  at  AET  Films,  based  in  New 
Castle,  Del.,  one  of  the  nation’s  largest 
suppliers  of  plastic  packaging  films, 
moved  to  a  business  intelligence 
dashboard  by  Troy,  Mich. -based 
iDashboards  about  a  year  ago.  Five 
executives  and  50  manufacturing  and 
sales  managers  are  now  using  iDash¬ 
boards,  along  with  an  internally  devel¬ 
oped  dashboard  application.  Burger 
notes  that  the  dashboard,  with  its  visu¬ 
ally  oriented  interface,  gives  manag¬ 
ers  the  ability  to  spot  critical  data  at 
a  glance,  rather  than  forcing  them  to 
pore  through  pages  of  spreadsheet 
data.  “It’s  much  more  convenient  and 
far  less  time-consuming,”  he  says. 

The  iDashboards  application 
pulls  in  data  from  AET’s  enterprise 
data  warehouse,  which  is  integrated 
with  the  company’s  Infor  enterprise 


Fear  less.  Do  more. 

Secure  Anytime 
Anywhere  Access 

Today,  employees,  customers 
and  partners  need  to  connect  to 
your  business  anytime  and  from 
anywhere.  At  the  same  time  you 
need  to  be  certain  that  only  trusted 
parties  gain  access  to  your  critical 
business  resources.  With  RSA’s 
security  solutions  your  users 
enjoy  the  right  access  to  the 
right  resources  at  the  right  time, 
driving  efficiency  and  enabling 
collaboration. 

RSA  can  help  your  organization: 

•  Enable  remote  employees  to  be 
productive  anytime,  anywhere 

•  Extend  secure  online  customer 
self-service  channels  to  spark 
new  business  growth 

•  Foster  collaboration  with 
partners  and  suppliers  reducing 
costs,  broadening  distribution 
channels  and  increasing  sales 
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essential  technology 


resource  planning  (ERP)  suite.  The 
continuous  information  flow  means 
that  AET’s  manufacturing  executives 

no  longer  have  to  wait  for  spreadsheets, 

* 

prepared  by  subordinates,  containing 
already  outdated  information.  Burger 
notes  that  one  reporting  process,  which 
used  to  require  up  to  15  employees  each 
morning  to  create  spreadsheets  manu¬ 
ally,  has  been  replaced  by  a  manufac¬ 
turing  performance  dashboard  that’s 
instantly  available  and  up  to  date. 

“We  took  a  lot  of  the  underlying 
energy  that  was  being  consumed  each 
day  by  key  people  in  the  organization 
just  to  put  data  together  for  senior  man¬ 
agers,”  Burger  says.  “Now  these  folks 
are  off  doing  their  normal  functions  of 
selling,  planning  and  so  on.” 

Helping  ease  the  transition  was 
iDashboard’s  ability  to  lift  program¬ 
ming  out  of  existing  Excel  spreadsheets. 
“We  literally  copied  queries  out  of  the 
Excel  spreadsheets  and  pasted  them 
into  iDashboard,”  says  Burger. 

Burger  says  the  changeover  has 
allowed  manufacturing  executives  to 
act  much  faster  on  issues  such  as  halt¬ 
ing  a  production  trial  run.  Spreadsheets 
are  still  used  in  finance  for  daily  output 
performance  analyses,  Burger  notes. 

Answer  May  Be  Inside  ERP 

Eric  Piersol,  global  business  applica¬ 
tions  unit  manager  for  Alltech  Biotech¬ 
nology,  a  feed  additive  supplier  located 
in  Lexington,  Ky.,  is  in  the  process  of 
waving  goodbye  to  spreadsheets,  hav¬ 
ing  found  faster  and  better  planning 
software  in  his  ERP  suite.  In  an  effort 
that  just  passed  its  one-year  mark,  Pier- 
sol  has  adopted  the  business  analytics 
module  contained  in  his  Exact  Software 
ERP  suite  for  the  company’s  sales,  mar¬ 
keting,  finance,  production,  operations 
and  executive  staff. 

For  Alltech,  delays  in  planning  can 
throw  off  precisely  synchronized  pro¬ 
duction  and  delivery  schedules,  result- 
ingin  manufacturing  backlogs,  shipping 
confusion  and  dissatisfied  customers. 
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The  Exact  Business  Analytics  software 
allows  Alltech  managers  to  track  trends 
in  real  time,  rather  than  using  statistics 
arriving  monthly. 

Piersol  notes  that  the  BI  software 
enables  company  managers  to  evaluate 
exactly  when  and  where  products  are 
produced  and  then  compare  that  data  to 
actual  shipping  dates.  The  information 
allows  managers  to  throttle  production 
schedules  to  match  customer  demands 
as  closely  as  possible.  By  coordinating 
production  schedules  and  delivery 
dates,  the  application  helps  Alltech 
deliver  products  just  in  time,  further 
slashing  inventory  costs  and  improv¬ 
ing  operating  efficiency.  The  company 
also  uses  the  software  to  track  the  shelf 
life  of  products  and  adjust  resources, 
when  necessary,  to  avoid  expiration 
deadlines. 

Before  You  Swap 

Dumping  spreadsheets  and  switching 
to  BI,  with  its  powerful  analysis  capa¬ 
bilities,  can  breathe  new  life  into  stag¬ 
nant  employees,  says  Greg  Todd,  senior 
executive  of  information  management 
services  at  Accenture.  “You  would  be 
amazed  at  how  many  companies  have 
dozens  of  people  who  do  nothing  but 
collect  and  aggregate  information,”  he 
says.  “BI  can  redirect  those  people  into 
leveraging  information  rather  than  col¬ 
lecting  it.” 

One  caution:  Although  business 
intelligence  tools  generally  provide 
more  powerful  analysis  and  planning 
capabilities  than  spreadsheets,  they 
also  require  more  preparation  and 
fine-tuning.  O’Bryan  says  she  needed 
to  deploy  Hyperion  Planning  twice  to 
get  it  to  meet  her  expectations.  “We  set 
it  up  once,  but  we  really  didn’t  think  it 


Worst  Spreadsheet  Blunders 


Check  out  EIGHT  OF  THE  WORST 
SPREADSHEET  BLUNDERS  and  learn 
how  to  avoid  them  at  your  organization  at 
www.cio.com/article/131500. 

cio.com 


In  a  recent 
CIO.com  poll, 
only  of 
respondents 
say,  “We 
have  some¬ 
one  examine 
every  impor¬ 
tant  spread¬ 
sheet  (such  as 
budgets  and 
proposals).” 
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through  properly,”  she  notes.  “We  went 
back  and  redid  the  initial  setup,  and  we 
got  what  we  wanted  the  second  time 
because  by  that  point  we  really  under¬ 
stood  how  the  tool  worked  and  its  full 
potential.” 

“This  isn’t  the  sort  of  deployment  you 
can  hurry  along,”  she  says. 

Piersol  notes  that  BI  helped  Alltech 
break  its  managers’  reliance  on  printed 
spreadsheets  and  reports.  “Getting 
people  to  think  digitally  was  a  cultural 
shift  for  them,  but  once  they  got  used  to 
it  they  were  fine,”  he  says. 

Interestingly,  neither  Piersol  nor 
the  other  IT  execs  interviewed  for  this 
article  reported  any  significant  user 
pushback  about  switching  from  Excel 
to  BI,  though  all  advise  serious  prep 
work.  “You  have  to  ask  yourself  how 
users  are  going  to  adopt  the  solution,” 
Piersol  says.  BQ 


John  Edwards  is  an  Arizona-based  free¬ 
lance  writer.  Send  feedback  on  this  article  to 
letters@cio.com. 
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The  Microsoft 
Enterprise  CAL 
Suite  assembles 
a  diverse  array  of 
technologies  in 
communication, 
collaboration, 
security  and 
management 
in  a  single 
cost-effective 
software  license. 
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fundamental  job  of  a  CIO  is  to  align  IT  purchases  with  long¬ 
term  business  goals  to  make  the  most  effective  use  of  informa¬ 
tion  technology.  CIOs  are  asked  to  do  this  while  both  managing 
acquisition  costs  and  delivering  the  best  return  on  investment, 
objectives  that  are  often  perceived  as  polar  opposites.  Prioriti¬ 
zation  in  one  area  often  leads  to  sacrifices  from  the  other  objec¬ 
tive.  What  is  not  frequently  discussed,  however,  is  how  strategic 
software  licensing  can  help  achieve  both  aspirations. 

Software  acquisition  is  traditionally  associated  with  cumber¬ 
some  processes.  Negotiating  software  contracts  can  be  time- 
consuming,  and  software  acquisition  models  in  the  past  have 
not  helped  to  alleviate  this  burden.  New  licensing  and  purchas¬ 
ing  paradigms  are  needed  to  better  accommodate  the  changing 
nature  of  technology  use  and  adoption. 

In  a  July  2007  report,  “How  an  Intelligent  Infrastructure  Sup¬ 
ports  Business  Productivity  in  the  Intelligent  Enterprise,”  the  IT 
consulting  firm  Capgemini  looked  at  how  IT  departments  can 
achieve  improvements  while  controlling  costs  through  strategic 
selection  of  software  technology.  The  company  identified  four 
pillars  as  essential  to  that  effort: 

The  first  pillar  is  reducing  the  cost  of  procurement  and 
deployment.  “By  moving  toward  a  more  unified  and  extensive 
infrastructure  from  a  single  vendor,  license  costs  and  implemen¬ 
tation  costs  will  decrease,”  the  report  says. 

The  second  pillar  is  improving  security  and  management. 
Here  again,  Capgemini  says  a  unified  infrastructure  is  inherently 
more  secure  and  easier  to  manage  because  it  is  made  up  of 
well-integrated  components,  making  event  correlation,  security 
updates,  identity  management  and  security  policy  enforcement 
more  effective. 

The  third  pillar  is  extending  legacy  assets  to  the  enterprise. 
Capgemini  says  that  too  often,  per-user  licensing  fees  restrict 
employee  access  to  data  stored  in  back-end  systems  such  as 
SAP,  Siebel  and  Oracle.  Integrating  existing  applications  with 


Products  included  under  the 
Microsoft  Enterprise  CAL  Suite 

Windows  Server  2008  CAL 

Exchange  Server  2007  Standard  CAL 

Exchange  Server  2007  Enterprise  CAL 

Office  SharePoint  Server  2007 
Standard  CAL 

Office  SharePoint  Server  2007 
Enterprise  CAL 

Systems  Center  Configuration  Manager 
2007  Configuration  Management 
License  (CML) 

Microsoft  Office  Communications 
Server  2007  Standard  CAL 

Microsoft  Office  Communications 
Server  2007  Enterprise  CAL 

Microsoft  Windows  Rights 
Management  Services 

System  Center  Operations  Manager 
2007  Client  Operations  Management 
License  (OML) 

Forefront  Security  Suite 

•  Forefront  Client  Security 

•  Forefront  Security  for  Exchange 
Server 
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such  systems  through 
common  data  path¬ 
ways  can  greatly 
increase  their  utility. 

The  fourth  pillar 
is  repositioning  IT 
resources  away  from 
reactive  activities  to 
investments  in  new 
innovative  capabilities 
for  strategic  business 
initiatives.  This 
requires  IT  to  look  for 
ways  to  free  resources 
in  order  to  focus  on 
how  new  investments 
can  realize  goals 
identified  by  business 
leaders. 


•  Forefront  Security  for  Office 
SharePoint  Server 

•  Exchange  Hosted  Filtering 


Enterprise  CAL  Suite 
tackles  the  pillars 

With  its  Enterprise 
CAL  Suite,  Microsoft 
provides  a  way  for 
CIOs  to  address 
each  of  Capgemini’s 
four  pillars.  A  single 
Enterprise  CAL  Suite 
license  grants  each 
user  in  a  customer’s 
organization  access  to 
11  Microsoft  licenses  (see  chart)  that  provide  capabilities 
ranging  from  unified  communications,  collaboration  and 
security.  The  suite  gives  IT  departments  transparency 
into  which  technology  capabilities  can  be  enabled  for 
each  user.  IT  can  implement  applications  when  needed, 
without  having  to  negotiate  a  new  license  every  step  of 
the  way. 

The  Enterprise  CAL  Suite  arms  IT  with  the  strategic 
software  pieces  that  can  be  used  to  pursue  long-term 
strategic  initiatives.  It  accomplishes  this  by  providing 
a  discount  of  54  percent,  compared  to  purchasing  the 
licensing  components  of  these  capabilities  separately 
per  user. 

The  Enterprise  CAL  Suite  addresses  the 
requirements  for  simplified  security  and  management 
by  providing  the  capabilities  of  the  Microsoft  Forefront 
Security  and  Microsoft  System  Center  family  of 
products.  Forefront  is  a  comprehensive  line  of  business 
security  products  that  provides  protection  for  the  client 
operating  system,  application  servers  and  the  network 
edge.  System  Center  solutions  capture  and  aggregate 
knowledge  about  infrastructure,  policies,  processes  and 
best  practices  to  help  IT  staff  automate  operations  in 
order  to  reduce  costs,  improve  application  availability, 
and  enhance  service  delivery. 

By  incorporating  the  capabilities  found  in  Microsoft 
Office  SharePoint  Server  2007,  Microsoft  Exchange 
Server  2007  and  Microsoft  Office  Communications 
Server  2007,  the  Enterprise  CAL  Suite  helps  customers 
more  effectively  share  information  with  all  people 
across  the  organization.  Similarly,  innovations  such  as 
the  Business  Data  Catalog,  a  new  feature  in  SharePoint 
Server  2007,  help  make  data  stored  in  back-end  systems 
like  SAP,  Siebel  and  other  line-of-business  applications 
accessible  for  broader  use  across  an  organization. 

The  Enterprise  CAL  Suite  makes  it  easier  for  IT 
to  manage  and  secure  the  environment,  thus  freeing 
resources  for  other  strategic  endeavors.  The  tools 


management  encompassed  under  the 
Enterprise  CAL  Suite  include  System  Center 
Operations  Manager  2007  Client  Monitoring, 
System  Center  Configuration  Manager  2007 
and  the  Forefront  Security  Suite. 

Customers  prove  the  value 

Microsoft  customers,  including  Del  Monte 
Foods  and  the  architectural,  engineering  and 
consulting  firm  HDR,  demonstrate  the  value  in 
the  Enterprise  CAL  Suite. 

Del  Monte  was  looking  for  faster  and 
broader  technology  implementation  to 
spur  innovation  and  employee  productivity. 
Normally,  that  would  mean  paying  more  in 
licensing  fees  and  more  time  spent  managing 
licenses.  But  when  its  enterprise  agreement 
with  Microsoft  came  up  for  renewal,  Del  Monte 
became  an  Enterprise  CAL  Suite  customer.  The 
move  cut  its  software  expenses  by  16  percent— 
or  $429,000  over  three  years— while  giving  the 
company  access  to  more  Microsoft  technology 
than  its  initial  budget  estimates. 

The  Enterprise  CAL  Suite  has  enabled  Del 
Monte  to  roll  out  new  technology  faster  than  it 
expected,  up  to  a  year  earlier  in  some  cases. 

“Now,  technology  drives  the  business, 
rather  than  having  delays  in  technology  slow 
the  business,”  says  Marc  Brown,  CIO  at  Del 
Monte.  This  effective  use  of  technology  is 
saving  the  company  real  money;  one  inventory 
management  application  built  on  Enterprise 
CAL  Suite  products  is  saving  the  company 
more  than  $1  million  per  year. 

For  HDR,  the  Enterprise  CAL  Suite  helped 
to  enable  engineers  to  collaborate  on  projects 
from  multiple  locations,  while  preserving  its 
investment  in  existing  design  and  project 
management  software.  An  enterprise 
collaboration  portal  based  on  SharePoint 
Server  2007  enables  teams  in  360  sites  to 
effectively  collaborate  on  projects,  with  the 
ability  to  set  up  sites  with  no  help  from  IT. 

“We  can  communicate  and  collaborate 
instantly  with  colleagues,  customers  and 
business  partners  around  the  world,”  says 
Angelo  Privetera,  vice  president  and  CIO  for 
HDR.  Additionally,  the  Enterprise  CAL  Suite 
saves  the  company  60  percent,  compared  to 
the  cost  of  licensing  the  products  separately, 
while  also  simplifying  software  license 
management  as  employees  move  around 
among  the  company’s  140  offices. 

Capgemini  agrees  that  a  unified 
infrastructure  that  integrates  a  broad  set  of 
capabilities  is  an  attractive  option.  “We  view 
a  Microsoft-based  solution  as  a  sound  choice 
as  the  foundation  of  a  business  productivity 
infrastructure  and  it  will  very  likely  make  the 
life  of  the  CIO  simpler,”  Capgemini  says.  “The 
integration  of  a  broad-based  set  of  capabilities, 
readily  maintainable  and  expandable  for 
future  requirements,  along  with  the  fit  into  the 
existing  world  of  the  desktop  computer  user, 
makes  it  an  obvious  candidate  for  adoption.”  ♦ 


For  more  information  about  the  Microsoft  Enterprise 
CAL  Suite,  log  onto  the  Microsoft  Solutions  Center  at 
http://www.cio.com/solutions-center/microsoft_ecal 
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A  Seat  at  the  Table 

CIOs  share  advice  for  joining  a  board  and  making  the  most  of  the  experience 


As  I  spend  my  days  tracking  CIOs  and  their 
career  moves,  I  am  beginning  to  notice  a  new 
trend:  An  increasing  number  of  IT  executives 
are  joining  corporate  boards.  This  is  no  won¬ 
der,  says  Doreen  Wright,  CIO  of  Campbell  Soup  Company, 
who  has  sat  on  various  boards  for  nearly  15  years. 

“If  you  look  at  the  average  age  of  people  sitting  on  boards, 
you’ll  find  that  most  are  in  their  60s,”  she  says.  “That  genera¬ 
tion  is  not  particularly  knowledgeable  about  technology,  and 
these  days,  you  can’t  do  anything  without  IT.” 

But  before  you  hurry  out  to  ride  this  wave  right  into  the 
boardroom,  let’s  be  sure  it  is  worth  the  time  and  effort.  What 
are  the  benefits  of  joining  a  board? 

Leadership  development  for  C-level  executives.  “When 
you  get  to  a  certain  level  in  the  organization,  your  own  devel¬ 
opment  opportunities  narrow  a  bit,”  says  Elizabeth  Hacken- 
son,  CIO  of  Alcatel-Lucent.  She  joined  the  corporate  board 
of  Serena  Software,  an  enterprise  software  company,  in  June 
2006. 

“I  joined  a  board  because  I  wanted  to  expand  my  abilities 
by  thinking  differently  about  a  company.  When  you  sit  on  a 
board,  you  learn  to  influence  strategy  without  direct  control 
over  operations.  This  is  dramatically  different  from  what  I  do 
day  to  day.” 

John  Halamka,  CIO  of  Harvard  Medical  School  and  Beth 
Israel  Hospital  and  a  board  member  of  Epocrates,  a  handheld- 
software  provider  for  physicians,  agrees.  “I  work  in  nonprofit 
environments.  Do  I  know  the  first  thing  about  venture  capital 
or  how  underwriting  is  done  in  an  IPO?  There  is  a  whole  set 
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of  business  processes  I  would  never  encoun¬ 
ter,”  he  says.  “Maybe  someday  my  hospital  will 
want  to  spin  out  a  company;  I’ll  have  all  of  that 
knowledge.” 

Increase  visibility  of  your  company.  If 

your  own  company  is  not  already  a  house¬ 
hold  name,  your  board  activity  will  broaden 
your  brand  across  a  new  network  of  executives,  says  Moti 
Vyas,  CIO  of  Viejas  Enterprises  and  currently  on  the  board 
of  the  San  Diego  Data  Processing  Center,  which  provides  IT 
services  to  the  city. 

“Whenever  possible,  I  host  board  meetings  at  my  office  and 
ask  the  chair  to  present  to  my  CEO,”  he  says.  “In  addition  to 
saving  a  little  time,  it  exposes  my  CEO  to  the  board  and  to  the 
fact  that  I  am  working  to  further  our  corporate  goals.” 

Expand  your  executive  networks.  Sitting  on  a  board  can 
help  expand  your  circle  of  potential  advisers.  “When  you’re 
on  a  board,  you  get  to  interact  with  brilliant  academics,  engi¬ 
neers  and  major  VCs,”  says  Halamka.  “I  have  access  to  this 
wonderful  group  of  executives  and  can  ask  them  how  they 
would  handle  a  tricky  problem  in  their  own  industry  that  I 
am  currently  facing  in  mine.” 

OK,  so  now  that  I  have  you  salivating  over  the  juicy  benefits 
of  board  service,  let’s  get  into  some  pragmatic  advice  about 

how  actually  to  get  the 
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The  majority  of  board 
appointments  for  large 
public  companies  begin 
with  an  invitation,  so  you 
cannot  really  “apply”  for 
the  job.  If  you  have  spent  a  career  establishing  yourself  as  an 
industry  leader  of  a  Fortune  500  company,  you  need  only  put 
the  word  out  that  you  are  interested  in  board  service,  and  the 
recruiters  will  start  calling.  However,  if  you  are  not  at  that  stage 
in  your  career,  you  need  to  work  a  little  harder. 

Start  small.  “If  you  don’t  have  a  relationship  with  the 
recruiters  who  are  placing  directors  for  large  companies,  you 
might  want  to  start  small,”  says  Wright.  “There  are  so  many 
small  technology  companies  and  IT  consulting  firms  that 
would  welcome  a  CIO’s  contributions.” 

Not  only  will  you  have  a  better  chance  of  using  your  con¬ 
nections  to  secure  a  board  position  at  a  small  technology  com¬ 
pany,  but  the  experience  will  also  allow  you  to  learn  the  ropes 
before  you  move  on  to  bigger  things.  “There  are  little  operating 
and  procedural  things,  like  Robert’s  Rules  of  Order,  which  can 
throw  you,”  says  Wright.  “A  smaller  company  is  a  good  place 
to  learn  all  of  that.” 

Build  direct  relationships  with  the  current  board.  Accord¬ 
ing  to  Halamka,  there  are  two  ways  to  get  on  a  board.  The  first  is 
to  establish  yourself  as  an  industry  expert  through  years  of  pub¬ 


But  before  you  hurry  out  to  ride  the 
wave  right  into  the  boardroom,  let's  be 
sure  it  is  worth  the  time  and  the  effort. 
What  are  the  benefits  of  joining  a  board? 


fishing  and  speaking.  But  that  can  take  time.  If  you’re  looking  to 
connect  with  a  board  sooner  rather  than  later,  Halamka  suggests 
that  you  “establish  relationships  with  existing  board  members 
or  senior  management  at  the  company.”  Like  most  great  career 
moves,  board  appointments  are  all  about  your  networks. 

Join  industry  groups.  Vyas  was  a  member  of  a  CIO  forum 
in  San  Diego.  During  one  meeting,  he  gave  a  talk  on  IT  security. 
“One  of  the  audience  members  was  the  CEO  of  the  San  Diego 
Data  Processing  Corp.,”  he  says.  “He  liked  what  I  had  to  say,  and 
we  built  a  relationship  based  on  a  mutual  interest  in  the  topic.  A 
year  later,  he  invited  me  to  join  the  board.” 

Once  you  have  received  an  invitation  and  you  have  checked 
with  your  own  company’s  legal  counsel,  your  CEO  and  your 
spouse  (who  will  want  to  be  prepared  for  the  considerable  time 
you  will  need  to  commit  to  the  board),  you  are  ready  to  join.  Those 
who  have  been  there  offer  the  following  suggestions  on  how  to 
engage  successfully  once  you  are  in  your  appointed  seat. 

Don’t  just  talk  tech.  CIOs  new  to  a  board  position  have  a 
paradox  on  their  hands:  They  were  invited  on  the  basis  of  their 
technology  knowledge,  yet  they  do  not  want  to  be  pigeonholed 
as  the  techie.  “You  don’t  want  to  be  seen  as  contributing  only  to 
the  product  road  map,”  says  Hackenson.  “So,  even  though  your 
comfort  zone  maybe  technology,  you  need  to  be  active  through¬ 
out  all  of  the  discussions  and  participate  in  committees  that 
have  nothing  to  do  with  that  particular  area  of  expertise.” 

Stay  strategic.  ‘As  CIOs,  we  are  all  about  24/7  applications 
support,  high  availability  and  other  operational  issues,”  says 
Halamka.  ‘As  a  board  member,  I  put  on  a  different  hat  and  focus 
on  the  future  trajectory  of  the  business.  You  can  drive  senior 
management  crazy  if  you  try  to  meddle  in  the  day  to  day.” 

If  you’re  going  to  commit,  commit.  All  of  the  board  mem¬ 
bers  I  spoke  with  echoed  the  same  sentiment:  Board  member¬ 
ship  takes  more  time  than  you  can  anticipate.  Between  traveling 
to  and  attending  four  meetings  a  year,  reading  through  the 
premeeting  documents  and  serving  on  committees,  you  are 
looking  at  three  to  four  weeks  of  board  service  a  year. 

Regardless  of  the  other  demands  on  your  time,  “attend  all  the 
meetings,”  says  Vyas.  “It  seems  basic,  but  many  people  don’t  do 
it.  When  consideration  for  the  second  term  comes  up  and  mem¬ 
bers  decide  that  you’re  not  committed,  you  will 
not  be  invited  back.  ”  BE] 


Martha  Heller  is  managing  director  of  the  IT  Lead¬ 
ership  Practice  at  ZRG,  an  executive  recruiting  firm 
in  Boston.  Reach  her  at  mheller@zrgroup.com. 
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From  green  screens  to  flat  screens;  from  a  desk  in  the 
basement  to  a  seat  in  the  boardroom.  20  years  in  review. 

BY  THOMAS  WAILGUM 


It  was  the  best  of  times. ::  And  then,  all  of  a  sudden,  it  wasn’t. 

“We  had  just  gotten  over  Y  2K.  And  the  dotcom  boom  and  bust.  And  then 
came...the  disillusionment,”  recalls  John  Doucette,  CIO  of  United  Tech¬ 
nologies.  “It  was  a  depressing  couple  of  years  to  be  in  IT,”  says  Doucette, 
who  took  over  the  high-tech  and  aerospace  conglomerate’s  IT  helm  in 
2000.  “There  wasn’t  that  much  innovation  in  software  and  hardware. 
Security  wasn’t  there.  People  weren’t  focused  on  the  business.” 

And  CIOs,  who  had  surfed  so  high  on  the  frothy  Internet-driven  economic  waves  of  the  late 
1990s,  had  come  crashing  back  to  earth. 

Hard. 

In  boardrooms  across  the  country,  the  CIO’s  budget,  technology  investments  and  basic 
worth  were  being  questioned.  The  value  of  IT  had  become  a  topic  for  debate.  Every  system, 
every  application,  every  IT  project  once  labeled  mission-critical  was  put  under  the  microscope 
and,  in  many  cases,  found  wanting.  And  too  expensive.  Business’s  guiding  principle— “We 
can’t  do  anything  without  IT”— quickly  became  “How  much  can  we  do  without  IT?” 

It  was  the  end  of 2001,  and  CIOs  were  facing  a  backlash. 

“At  times,  it  was  a  very  frustrating  job,”  admits  Doucette,  who  this  month  was  inducted  into 
the  CIO  Hall  of  Fame  (see  Page  43).  “You  had  to  be  good  just  to  survive.” 

Many  CIOs  did  not.  The  oft-cited  (and  now  outdated)  18-  to  24-month  “average”  tenure  for 
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CIOs  gained  currency  during  this  period 
and  was  taken  as  gospel  within  the  busi¬ 
ness  ranks  and  in  the  halls  of  academia. 

According  to  Laurie  Orlov,  a  VP  and 
principal  analyst  at  Forrester  Research 
who’s  followed  the  IT  industry  for 
decades,  the  deep  and  widespread  dissat¬ 
isfaction  with  enterprise  IT  in  the  early 
part  of  this  century  was  the  product  of 
a  perfect  storm.  Y2K  turned  out  to  be  a 
nonevent;  the  dotcom  bust  and  financial 
recession  hit  IT  hard,  and  the  emergence 
of  outsourcing,  and  then  offshoring, 
undercut  IT’s  organizational  ability  to 
take  advantage  of  new  Web-enabled  tech¬ 
nologies  because  it  had  thinned  out  the 
ranks  of  its  programming  and  application 
development  staffs.  If  Doucette  calls  it  a 
time  of  disillusionment,  Orlov  refers  to  it 
as  the  “disappointing  era.” 

For  those  CIOs  and  companies  who 
chased  IT  opportunities  that  had  no  clear 
relation  to  business  value  during  the  dot¬ 
com  era  of  irrational  IT  optimism,  says 
HP  CIO  Randy  Mott,  “there  was  cred¬ 
ibility  lost.” 

CIOs  were  down  but  not  out.  The  survi¬ 
vors  knew  that  IT’s  promise,  the  potential 


for  delivering  value  using  new  technolo¬ 
gies,  Web-based  applications  and  ser¬ 
vices,  and  faster  and  cheaper  hardware, 
was  not  just  wishful  thinking  and  base¬ 
less  enthusiasm.  It  could  and  eventually 
would  be  a  reality. 

It  just  was  going  to  take  a  little  more 
time  to  come  to  fruition. 

“The  hype  and  expectations  of  1999,” 
Doucette  concludes,  “is  reality  today.” 

The  Long,  Hard  Road 
to  Value 

Doucette  is  not  alone  in  his  enthusiasm  for 
today’s  reality.  Sure,  CIOs  suffered  plenty 
of  battle  scars,  but  they’ve  also  accumu¬ 
lated  a  wealth  of  experience,  discipline 
and  the  maturity  that  comes  from  living 
through  times  both  good  and  bad.  In  a 
sense,  IT  has  done  a  lot  of  growing  up. 

For  Barbra  Cooper,  Toyota  Motor  Sales’ 
Hall  of  Fame  CIO,  a  dose  of  turn-of-the- 
century  self-examination  proved  critical. 
Years  of  IT  spending  at  Toyota  that  seemed 
to  have  no  ceiling,  enterprisewide  projects 
that  were  out  of  control  and  a  fractured 
relationship  with  the  business  forced  Coo¬ 
per  to  do  what  many  CIOs  historically  have 


A  brief  bibliography  of  CIO’s 
coverage  of  key  issues 

Running  IT  Like  a  Business 

“What  It  Means” 

And  how  you  can  do  it. 

www.cio.com/article/32254 

Value  Metrics 

"The  Metrics  Trap" 

And  howto  avoid  it. 

www.cio.com/article/19674 

ERP 

“An  Introduction  to  ERP" 

Getting  started. 

www.cio. com/article/40323 

The  Strategic  CIO 

"Fulfilling  the  new  CIO  mandate” 

www.cio.com/cec/strategic_cio/ 

Staffing 

"Training  for  Entry-Level  Staff” 

Three  CIOs  set  up  training  programs  for 
absolute  beginners. 

www.cio. com/article/6970 

IT  and  the  Business 

"Toyota's  Big  Fix” 

How  Toyota’s  CIO  regained  the  trust  of 
the  business. 

www.cio. com/article/110851 

integration 

"Strategic  Alignment" 

Attacking  integration  as  an  end-to-end 
process,  from  supplier  to  customer. 

www.cio.com/article/31269 

The  CIO  Career 

"How  to  Succeed  in  Business" 

The  knowledge  and  leadership  skills. 

www.cio.com/article/25789 

The  State  of  the  CIO  2007 

All  that  data. 

www.cio. com/state-of-the-cio/2007/ 

-T.W. 

been  unable  to  do.  “I  like  to  call  it  ‘calling 
the  police  on  yourself,”’  she  says. 

Cooper  not  only  solicited  the  uncen¬ 
sored  opinions  of  her  business  colleagues 
but  she  actually  listened  and  acted  on 
their  often  negative  perception  of  IT.  She 
changed.  And  ultimately  she  was  able  to 
change  IT  into  what  it  was  always  sup- 
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posed  to  be:  a  trusted,  responsive,  fiscally 
smart  and  business-first  department.  “It 
was  one  of  the  more  breakthrough  things 
in  my  career,”  says  Cooper. 

The  CIO  Story 

Over  the  last  20  years,  CIO  magazine 
has  been  able  to  profile  the  journeys  of 
executives  such  as  Cooper  and  Doucette 
as  they’ve  traveled  the  long,  hard  road  to 
delivering  on  IT’s  essential  value.  For  Hall 
of  Famer  Mott,  who  has  headed  up  IT  at 
Wal-Mart  and  Dell,  and  now  at  HP,  that 
journey  has  encompassed  the  evolution 
of  the  CIO  role.  “The  CIO  and  IT  organi¬ 
zation  have  become  an  integrated  part  of 
every  process  of  every  company  and  every 


industry,”  Mott  says. 

We’ve  also  reported  the  meteoric  rise  of 
Kevin  Turner— from  cashier  at  Wal-Mart  to 
CIO,  to  CEO  of  Sam’s  Club  and  now  COO  of 
Microsoft— who  embodies  everything  that 
being  a  strategic,  business-driven  executive 
has  to  offer.  “I  have  always  prided  myself  on 
being  a  business  leader  and  customer  advo¬ 
cate  first,  and  being  a  technologist  second,” 
says  Turner,  who  also  this  year  joined  the 


CIO  Hall  of  Fame. 

But  no  matter  the  individual  story  of 
how  they  have  risen  to  the  challenges  of 
being  a  CIO,  what’s  noteworthy  is  that 
they  all  know  there’s  much  more  work  to 
be  done  because  they  now  have  the  abil¬ 
ity— the  know-how,  the  resources,  the 
credibility— to  provide  so  much  more. 

“We’re  able  to  deliver  applications  and 
new  tools  at  much  lower  cost,”  Doucette 
says.  “Servers  that  are  faster,  better  and 
cheaper.  Storage— who  would  ever  have 
thought  that  we  would  be  able  to  store  20 
gigabytes  on  a  chip  the  size  of  a  fingernail? 
We’re  able  to  show  IT  as  a  percent  of  rev¬ 
enue.  We  have  the  ability  to  drive  revenue 
growth  or  productivity  into  the  business. 


“What  better  role  to  be  in  than  the 
CIO?”  Doucette  asks  rhetorically.  “I’m  the 
only  one  in  the  company  that  impacts  all 
employee  productivity.” 

The  Early  Daze 

The  lofty  and  all-inclusive  role  that  Dou¬ 
cette  describes  traces  an  arc  that  could 
not  have  been  imagined,  given  the  CIO’s 
humble  beginnings  as  “the  computer  guy.” 


“Servers  are  faster, 
better  and  cheaper. 
Storage— who 
would  ever  have 
thought  that  we’d  be 
able  to  store  20  giga¬ 
bytes  on  a  chip  the 
size  of  a  fingernail?” 

-UNITED  TECHNOLOGIES  CIO 
JOHN  DOUCETTE 

“There’s  no  comparison  to  the  way  technol¬ 
ogies  are  used  today:  wikis  and  blogs  and 
instant  messaging  and  paying  bills  on  a 
cell  phone,”  says  Forrester’s  Orlov.  “There’s 
just  such  a  mind-boggling  difference.” 

CIOs  now  boast  about  finally  having 
the  proverbial  “seat  at  the  table.”  But 
back  in  the  1970s  and  into  the  ’80s,  most 
were  lucky  to  even  get  a  glimpse  of  the 
“table”  from  their  backroom  fiefdoms. 
Data  processing  was  the  moniker  for 
early  IT  shops,  and  their  task  and  main 
value  to  the  organization  was  their  abil¬ 
ity  to  automate  transactions.  “The  smart 
companies  that  were  successful  under¬ 
stood  that  information  about  transactions 
would  be  as  valuable  as  the  physical  good 
itself,”  Orlov  says.  Big  Iron  and  IBM  ruled 
the  day. 

Data  processing  soon  evolved  to  MIS, 
as  companies  realized  that  someone  actu¬ 
ally  needed  to  manage  their  burgeoning 
computerized  underbellies.  And  with  that 
came  the  command-and-control  mind-set 
that  still  lingers  today.  “That  generation  of 
MIS  was  oriented  around  control,”  recalls 
Cooper,  who,  interestingly,  didn’t  get  her 
start  inside  data  processing  or  MIS  but  on 
the  business  side  of  Miller  &  Paine,  a  depart¬ 
ment  store  chain.  Because  of  that,  she  was 
an  early  devotee  of  best-of-breed  solutions. 

“I  didn’t  grow  up  with  the  mainframe 
and  IBM  as  the  only  provider.  I  often 
picked  the  most  competitive  technology 
that  fit  the  purpose  for  the  time,  and  that 
was  often  not  IBM,”  says  Cooper,  who 
eventually  landed  at  American  Express. 
“I  didn’t  really  know  anything  about  the 
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United  Technologies  CIO  John 
Doucette:  "What  better  role  to  be 
in  than  the  CIO?  I’m  the  only  one 
in  the  company  that  impacts  all 
employee  productivity.” 


unwritten  rule:  To  maintain  career,  you 
do  IBM.  It  didn’t  make  sense  to  me.” 

Cooper’s  naivete,  as  she  terms  it,  seems 
prescient  today.  But  to  shake  the  damaging 
“cost  center”  label  in  the  early  1990s,  CIOs 
would  have  to  start  innovating  while  keep¬ 
ing  the  lights  on.  There  seemed  to  be  no 
shortage  of  commentary  or  advice  directed 
at  the  nascent  CIO  function,  including  from 
business  executives  who  knew  just  enough 
about  IT  to  be  dangerous.  IT  consultants 
and  new  business  mantras  (re-engineering 
and  Six  Sigma)  were  ever-present. 

MIS  eventually  shrunk  to  just  IS 
(although  the  dual  meaning— infor¬ 
mation  services  and  information  sys¬ 
tems— remained).  Big  believers  in 
technology— companies  that  didn’t  mind 
a  little  risk— began  opening  their  coffers 
for  their  IS  functions. 

Wal-Mart  was  one  such  company.  The 
retailer  realized  early  on  that,  correctly 
harnessed  and  deployed,  technology  could 
be  a  competitive  differentiator  and  advan¬ 
tage.  “Even  20  years  ago  at  Wal-Mart,  that 
message  was  very  clear  at  the  executive 
management  and  board  level.  There  was 
no  confusion,”  says  Mott.  “IT  was  some¬ 
thing  you  changed  the  game  with— not 
something  you  just  reduced  cost  with.” 

Expectations  for  IT  rocketed  in  the  mid- 
to  late  1990s  as  large  enterprises  opened 
the  vaults  to  spend  millions  on  massive 
ERP  implementations.  “The  expectations 
were  that  IT  investments  in  large  amounts 
could  provide  competitive  advantage,” 
Orlov  says.  “That’s  not  right,  though.  They 
could  provide  the  foundational  work  that 
allowed  you  to  grow  your  company.  ERP 
systems  were  not  about  competitive  advan¬ 
tage  but  competitive  similarity. 

“It  was  an  era  where  the  expectations 
of  IT  began  to  separate  from  the  benefits 
of  IT,”  she  says. 

But  that  perception  was  not  widespread, 
and  it  didn’t  slow  anything  or  anyone 
down.  Suddenly,  CIOs  were  being  quoted 
on  Page  1  of  The  Wall  Street  Journal.  The 
explosion,  success  and  popularity  of  the 
Internet  had  changed  everything.  “It  goes 
back  to  the  adage:  There  are  times  when  we 
think  we  create  technology,  but  technology 
really  creates  us,”  says  Turner. 


And  then  the  tide  that  had  raised  all 
boats  rushed  back  out,  and  CIOs  were  left  to 
struggle  against  the  suck  of  the  undertow. 

Does  IT  Matter? 

After  the  bust,  after  9/11,  after  the  reces¬ 
sion,  after  everything  had  turned  the  CIO’s 
world  upside  down,  an  article  appeared  in 
the  May  2003  Harvard  Business  Review 
titled  “IT  Doesn’t  Matter.”  The  article, 
written  by  Nicholas  Carr,  caused  a  stir 
among  CIOs  and  IT  vendors,  but  that  was 
nothing  compared  to  the  storm  that  broke 
when  Carr’s  book  Does  IT  Matter?  came 
out  the  following  year.  The  book  built 
on  themes  from  the  article— that  while 
companies  were  spending  more  than  $2 
trillion  on  IT  every  year,  “IT’s  strategic 
importance  is  not  growing,  as  many  have 
claimed  or  assumed,  but  diminishing.... 
Information  technology  has  increasingly 
become,  in  other  words,  a  simple  factor  of 
production— a  commodity  input  that  is 
necessary  for  competitiveness  but  insuf¬ 
ficient  for  advantage,”  Carr  wrote. 


As  an  author  trying  to  sell  books,  his 
timing  was  perfect.  It  was  a  brutal  period 
for  CIOs— cost-cutting,  disappointment 
and  lots  of  CEOs  wondering  where  all 
that  money  they’d  spent  had  gone.  To 
many,  the  book  was  another  indictment, 
in  a  long  line  of  indictments,  that  harked 
back  to  when  IT  was  nothing  more  than  a 
transaction-processing  cost  center. 

“I  was  conscious  I  was  saying  controver¬ 
sial  things,”  Carr  recalls,  “but  I  had  no  idea 
it  was  going  to  explode  into  this  debate.” 

He  says  there  was  a  fair  amount  of 
hostility  from  CIOs,  but  “mainly  it  was 
from  the  IT  industry.”  Reviews  included 
“Hogwash!”  from  Microsoft  CEO  Steve 
Ballmer,  and  “Dead  wrong,”  from  then- 
HP  CEO  Carly  Fiorina.  Obviously,  the 
book  had  touched  a  nerve. 

“Even  if  they  disagreed  with  me,  I  pro¬ 
vided  a  context  and  language  where  IT 
could  be  discussed  in  strategic  terms,” 
Carr  says.  “I  provided  a  way  for  companies 
to  have  important  and  often  instructive 
conversations  about  the  role  of  IT,  where 
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it  was  just  a  cost  and  where  it  might  have 
some  force  as  a  differentiating  asset.” 

To  this  day,  many  CIOs,  such  as  Mott, 
take  passionate  exception  to  the  premise 
of  Carr’s  book.  “All  the  examples  Nick 
used  in  the  article  and  subsequent  dis¬ 
cussion  were  really  about  the  playing 
field  being  leveled  in  infrastructure,” 
Mott  says.  “What  he  totally  missed  was 
the  competitive  advantage  in  the  devel¬ 
opment  of  applications.  It’s  really  about 
what  applications  you  develop  to  beat  all 
comers  in  your  industry.” 

Asked  if  he  still  believes  that  IT  doesn’t 

Microsoft  COO 

Kevin  Turner: 


“Even  20  years  ago  at  Wal-Mart,  that 
message  was  very  clear  at  the  board  level: 
IT  was  somethingyou  changed  the  game 
with— not  somethingyou  just  reduced 

costs With.”-HP  CIO  RANDY  MOTT 


matter,  Carr  responds,  “Is  IT  going  to  give 
a  company  a  competitive  advantage?  In 
most  cases,  no,  though  I  would  admit  that 
there  are  exceptions.” 

To  which  Mott  retorts,  “And  it’s  those 
exceptions  that  are  the  ones  that  take  mar¬ 
ket  share  and  win.” 

As  for  those  companies  that  think  IT 
still  doesn’t  matter,  Mott  says,  “Those  are 
the  guys  that  lose.” 

The  Business  of  IT 

Is  Business 

In  the  last  couple  of  years,  a  new  CIO  pro¬ 
totype  has  emerged— a  stronger,  more  ver¬ 
satile,  innovative  and  business-focused  IT 
leader  who  delivers  what  CEOs  have  been 
yearning  for  from  their  IT  function:  proven 
value.  To  many  CIOs  and  industry  watch¬ 
ers,  it’s  about  time.  “Now  there  are  meth¬ 
odologies  and  standards,  and  it’s  possible 
to  run  IT  as  a  business,”  Orlov  says.  “Obvi¬ 
ously,  there  ought  to  be  financial  metrics  [to 
measure  IT’s  success].  It  ought  to  be  a  given 
that  CIOs  can  deliver  a  100  percent  stable 
infrastructure.  Change  ought  to  be  man¬ 
aged:  benefits  need  to  be  quantifiable.” 

Fiscal  discipline  has  become  an  impera¬ 
tive  for  CIOs.  But  that  doesn’t  mean  simply 
slashing  costs  at  budget  time.  It  means  dem¬ 
onstrating  how  IT  affects  revenues,  profits, 
costs,  customer  service,  sales,  manufactur¬ 
ing  and  everything  else  under  the  business’s 
umbrella.  “You’re  talking  about  IT  entirely 
in  business  terms,  which  was  not  the  way  it 
was  discussed  20  years  ago,”  Orlov  says. 

According  to  a  recently  completed  five- 
year  study  of  Global  2000  companies  by 
the  nonprofit  think  tank  BTM  Institute, 
companies  that  have  what  the  institute 
calls  “converged  business  technology 
management”  have  markedly  increased 
financial  performance  and  exhibit  supe¬ 
rior  revenue  growth  and  net  margins  than 


others  in  their  respective  industries. 

“This  is  not  about  a  project  or  ROI,  but 
it’s  about  the  overall  performance  of  the 
company,”  says  Faisal  Hoque,  founder  and 
chair  of  the  BTM  Institute.  For  example, 
those  companies  with  converged  business 
technology  management  had  12  percent 
average  annual  revenue  growth,  compared 
with  4  percent  for  their  industry  groups. 
They  also  achieved  36  percent  average 
annual  earnings  per  share  growth  versus 
7  percent  for  the  industry  groups.  In  addi¬ 
tion,  the  converged  business  technology 
companies  grew  at  a  faster  pace  and  had 
greater  returns  than  did  their  peers.  “If 
you  cannot  link  the  things  you  are  doing 
back  to  the  overall  corporate  performance,” 
Hoque  says,  “then  what’s  the  point  of  hav¬ 
ing  not  only  the  CIO  role,  but  even  the 
function  itself?” 

Doucette,  who’s  been  able  to  demon¬ 
strate  what  IT  costs  as  a  percentage  of 
UTC’s  overall  revenues  and  how  IT  pro¬ 
pels  revenue  growth,  concurs.  “If  you  can’t 
show  what  you’re  driving  for  the  business,” 
he  says,  “then  what  good  are  you  doing?” 

In  2005,  CIO  profiled  Cooper’s  coura¬ 
geous  and  ambitious  turnaround  of  Toyota 
Motor  Sales’  IT  department  that,  among 
other  strategies,  employed  four  key  IT 
metrics:  for  new  investments,  operational 
performance,  financial  performance  and 
workforce  management.  She  called  her  mis¬ 
sion  a  “value  quest”  for  IT.  But,  she  realized 
after  starting,  “you  can’t  do  that  until  you 
rise  to  the  notion  of  the  economics  of  IT.” 

Eventually,  she  tied  each  of  those  met¬ 
rics  to  the  processes  of  the  business  units 
IT  worked  with  and  continually  inter¬ 
preted  them  to  her  colleagues  in  business 
terms,  not  IT  terms.  Cooper  was  also  able 
to  show  her  business  peers  a  metric  they 
could  relate  to  easily:  how  much  IT  cost 
per  vehicle.  “It  always  struck  me  that 
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we,  as  managers,  were  never  really  good 
at  getting  [the  financial  value  of  IT].  We 
always  worked  off  one  dimension— the 
annual  budget  plan,”  Cooper  says.  “But 
that’s  just  a  tool.  You  had  to  get  beyond 
that  to  drive  transparency.” 

She  says  it  was  a  combination  of  her 
years  of  experience  and  elements  of 
Toyota’s  culture  (cost-consciousness  and 
persistence)  that  allowed  her  to  change  the 
value  of  IT.  “No  detail  is  too  small,  and  no 
aspect  is  overlooked  in  how  you  look  at 
cost  per  vehicle,”  she  says. 


calling  upon  them  not  simply  to  be  effi¬ 
cient,  but  to  help  their  companies  change 
the  entire  game.”  Research  from  IBM’s 
Institute  for  Business  Value  found  that  80 
percent  of  CEOs  believe  very  strongly  that 
the  integration  between  business  and  IT 
will  be  a  critical  enabler  of  running  busi¬ 
nesses.  “But  only  45  percent  thought  that 
integration  was  taking  place  at  an  accept¬ 
able  level  in  that  business  today,”  says 
George  Pohle,  VP  and  global  leader  of  the 
institute.  If,  in  some  companies,  the  CIO 
role  isn’t  as  defined  as  it  should  be,  Pohle 


“This  isn’t  about  waiting  for  the  business 
to  ask  you  what  role  to  play.  You  should 
be  telling  the  business  the  role  that  you 
should  be  playing.  ” 

-GEORGE  POHLE,  VP,  IBM  INSTITUTE  FOR  BUSINESS  VALUE 


Cooper  pulled  it  off— without  layoffs. 
Toyota’s  market  dominance  speaks,  in 
part,  to  the  success  of  her  turnaround. 

Becoming  Leaders 

While  it’s  now  widely  accepted  that  IT  does 
matter  (a  lot),  IT  and  the  CIO  role  have  lots 
of  room  to  grow.  “This  is  a  very  young  pro¬ 
fession,”  says  Forrester’s  Orlov.  “It’s  not  as 
evolved  as  finance,  marketing  or  sales.” 

Even  with  their  comeback  from  the  era 
of  disappointment  established  (a  CIO’s 
average  tenure  has  grown  from  four  and 
a  half  years  in  2004  to  five  years  in  2007, 
according  to  CIO’s  “State  of  the  CIO”  sur¬ 
vey),  CIOs  are  now  preparing  for  their  next 
challenge:  an  ever-changing,  partner-  and 
consumer-driven  Web  2.0  world  of  Web- 
based  applications,  converged  mediums, 
telecommuters  and  security  vulnerabili¬ 
ties,  all  at  their  digital  doorstep.  Which 
means  CIOs  must  adapt— again. 

A  recent  IBM  survey  of  170  global  CIOs 
found  that  “their  business  leadership  is 


20  Years  of  the  CIO 


Find  much  more  about  CIO’ s  anniversary 
and  the  past  20  years  of  the  CIO  and 
information  technology  at  www.cio.com/ 
special/20th_anniversary/ 

cio.com 


says  that  CIOs  need  to  assert  themselves. 
“This  isn’t  about  waiting  for  the  business 
to  ask  you  what  role  to  play,”  he  says.  “You 
should  be  telling  the  business  the  role  that 
you  should  be  playing.” 

CIOs  interviewed  for  this  article  all 
stress  the  importance  of  developing  the 
next  generation  of  CIOs,  who  will  need 
to  possess  the  skills  not  just  to  keep  pace 
with  the  business  and  its  technology 
desires  but  also  to  drive  the  business  for¬ 
ward.  “The  game  is  going  to  be  very  differ¬ 
ent  over  the  next  10  to  20  years,”  Cooper 
says,  and  the  next  generation  of  CIOs  have 
to  think  beyond  a  partnership  role  with 
the  business  to  a  leadership  role. 

Turner  sees  it  as  an  ability  to  anticipate 
challenges  and  “embrace  disruption.” 

“CIOs  need  to  think  of  their  role  as 
change  agents  in  the  rest  of  the  company— 
for  process  improvement,  to  find  excess 
labor  and  inefficiencies,  for  identifying 
technologies  that  make  employees  more 
productive,  or  technologies  that  can  change 
the  rules  of  the  game,”  Orlov  says. 

No  one  should  expect  CIOs  to  shy 
away  from  these  challenges.  They  never 
have.  QQ 


Senior  Writer  Thomas  Wailgum  can  be  reached 
at  twailgum@cio.com. 


TEKsystems’  Thought  Leadership  Series 
White  Paper  -  Summer  2007 


How  CIOs  in  Mid-Sized 
Enterprises  Can  Close 
the  IT  Knowledge  Gap 


"Surprisingly,  there  appears 
to  be  a  significant  knowledge 
gap  on  what  it  takes  to  be  a 
successful  CIO  in  a  mid-sized 
enterprise." 


As  the  premier  provider  of  Technology 
Execution  services,  we  offer  expertise 
to  thousands  of  CIOs  everyday.  It  is  a 
privilege  to  support  organizations  of 
all  sizes,  and  in  this  capacity,  we’ve 
uncovered  some  significant  evidence 
suggesting  CIOs  in  mid-sized  enterprises 
are  simply  not  receiving  their  fair  share 
of  attention. 

Understanding  your  business  as 
insiders— recognizing  the  resource  and 
financial  restraints  CIOs  must  work 
around  to  get  their  jobs  done— is  what 
makes  such  insights  especially  valuable. 
To  learn  more,  view  our  white  paper  online 
at  http://whitepaper.teksystems.com. 

Our  goal  is  to  become  a  valuable 
contributor  to  your  business.  And  our 
Thought  Leadership  Series  is  one  more 
way  to  demonstrate  that  commitment 
to  you. 

http://whitepaper.teksystems.com 

TEK 

systems 
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ADVERTISEMENT 


Infrastructure  Management 

Integrating  can  help  you  gain  competitive  advantage 


John  McKenna 

CHIEF  SERVICES  AND  STRATEGY  OFFICER,  COMPUCOM 

Today,  IT  management  is  all  about  getting  the  most  out  of  the  infrastructure 
and  making  it  work  to  your  advantage,  says  John  McKenna,  chief  services 
and  strategy  officer  for  Dallas-based  CompuCom.  He  believes  CIOs  can  do 
just  that  by  treating  infrastructure  management  as  an  integrated  process. 
Read  on  to  find  out  why. 


How  can  CIOs  get  more  value  from 
their  IT  infrastructures? 

One  critical  way  to  get  more  value  from 
the  IT  infrastructure  is  to  seamlessly  inte¬ 
grate  software,  hardware  and  services  into 
one  unified  management  process.  And 
by  procuring  infrastructure  as  a  service, 
CIOs  can  accelerate  that  value  from  day 
one.  Many  clients  who  embark  on  this 
journey  are  demonstrating  real  business 
value  that  is  allowing  CIOs  to  turn  IT  into 
a  real  competitive  advantage. 


What  practical  steps  can  CIOs  take 
to  deliver  integrated  infrastructure 
management? 

First,  understand  that  integrated  infra¬ 
structure  management  is  a  continuous 
process,  not  a  series  of  disparate  func¬ 
tions.  Take  a  holistic  view  of  everything— 
from  acquisition  to  disposal,  operating 
systems  to  enterprise  applications,  image 
management  to  patch  management.  Sec¬ 
ond,  set  your  sights  on  creating  a  tightly 
integrated  infrastructure  that  combines 
an  effective  IT  asset  management,  an 
efficient  service  delivery  mechanism,  a 
world-class  service  desk  and  a  mutually 
beneficial  relationship  methodology.  We 
think  this  is  what  makes  the  CompuCom 
solution  unique  and  it’s  how  we  approach 
our  clients.  You  start  by  performing  a  ma¬ 
turity  assessment  of  the  IT  infrastructure 
and  then  setting  a  baseline,  validating  that 
data  and  defining  a  roadmap  that’ll  get 
you  where  you  want  to  be. 


How  mature  must  an  IT  infrastructure 
be  to  benefit  from  integrated 
infrastructure? 

As  with  all  things  technology,  the  only 
constant  is  change.  So  no  matter  where 
you  are,  value  can  be  gained  from  moving 
to  the  next  level.  Obviously,  immature 
infrastructures  are  ripe  for  improve¬ 
ment.  On  the  other  extreme,  we  have  very 
mature  clients  that  are  always  looking  for 
that  next  level  of  cost  reduction.  As  part 
of  our  integrated  infrastructure  man¬ 


agement  solution,  we  can  analyze  and 
benchmark  your  infrastructure  maturity 
based  on  complexity,  size  and  industry 
segment.  This  enables  you  to  better 
integrate  IT  management  and  favorably 
rebalance  your  organization’s  ratio  of  on¬ 
site,  remote  and  self-assisted  support. 

When  does  integrated  infrastruc¬ 
ture  management  have  the  greatest 
impact? 

Each  stage  will  have  an  impact  on  the 
efficiency  and  effectiveness  of  your 
infrastructure.  The  greatest  impact  lies 
with  environments  that  are  non-standard 
and  highly  fragmented.  But  we  can  have 
an  equally  large  impact  on  infrastructures 
that  are  running  well  but  are  not  fully 
integrated.  There  are  even  processes 
within  global  shared  services  or  large 
outsourcing  scenarios  that  are  inefficient. 
The  key  lies  in  understanding  what  level 
you  are  at  and  developing  a  roadmap 


that  clearly  defines  the  necessary  steps  to 
be  taken— and  basing  your  decisions  on 
detailed  cost-benefit  analysis. 

What  types  of  questions  should 
CIOs  be  asking  regarding  their 
infrastructure? 

When  it  comes  to  integrated  infrastruc¬ 
ture  management,  think  holistically  and 
strategically.  Are  high  costs  of  capital 
keeping  you  from  investing  in  more 
strategic  IT  initiatives?  Are  you  currently 
benefiting  from  ITIL  and  Six  Sigma  best 
practices?  Consider,  too,  how  mature  your 
infrastructure  is  and  where  you  need  the 
most  help.  How  effective  have  you  been 
at  reducing  IT  costs  without  sacrificing 
quality?  Do  you  have  a  roadmap  designed 
to  increase  efficiencies,  improve  produc¬ 
tivity  and  evolve  your  IT  infrastructure? 
The  bottom  line  is  that  you  need  to  be 
asking  these  questions  now. 


FOR  MORE  INFORMATION: 

Check  out  the  case  study,  "Integrating  the 
IT  Infrastructure:  Accelerating  the  Val¬ 
ue  from  Your  IT  Investment",  at  www. 
cio.com/whitepapers/compucom 


O  CompuCom 


Custom  Solutions  Group 


“One  of  our  large  oil  and  gas  clients  now  en¬ 
joys  a  46  percent  productivity  improvement, 
all-time  highest  user  satisfaction,  and  lowest 
infrastructure  downtime.” 


Anniversary  ::  HALL  OF  FAME  iiiiimi 


Meet  the  20  CIOs  whose  influence  and  accompl  ishments  have 
earned  them  a  plaque  in  CIO’s  Hall  of  Fame 


Gregor  Bailar  Technology  and  Process  Transformer 
iiitiimtiiimif  miittiiHimtiiiiiiMiiiimiiiiiiif  liifiMiiiiHiiimtiiiiiiiiiiiiim 

Former  CIO,  Capital  One 

“I’m  a  geek  at  heart.  I  love  to  play  with  new  technology,  test  it, 
sometimes  even  break  it!  But  what’s  most  important  about  being 
a  CIO  isn’t  your  technical  prowess,  it’s  the  ability  to  engage  with 
the  right  people  who  will  rally  around  the  right  ideas  and  help 
make  them  possible.  To  see  them  develop  into  tremendous  lead¬ 
ers,  that  experience  beats  any  system  implementation  or  archi¬ 
tectural  overhaul  I  may  have  had  a  hand  in.  ” 

Completed  consolidation  of  Citibank’s 
worldwide  corporate  banking  systems 
in  1996....  Joined  Nasdaq  and  became  the 
youngest  CIO  for  a  major  stock  market 
in  1997....  Led  replacement  of  the  original 
IT  system  for  the  Nasdaq  stock  market, 
which  was  completed  in  2001....  Spear¬ 
headed  adoption  of  Agile  software  development  at  Capital  One  and 
led  IT’s  adoption  of  mobile  collaboration  tools  and  work  spaces  in 
2004....  Completed  the  largest  credit  card  systems  conversion  proj¬ 
ect  in  history  at  Capital  One  in  2006....  Mentored  almost  a  dozen  IT 
executives,  including  the  CIOs  of  Kaiser,  Red  Hat,  Nasdaq,  T.  Rowe 
Price,  NPR  and  Reuters. 


Most  people  know  Bailar  is  retiring  from  Capital  One  this 
year;  what  they  don’t  know  is  that  he  plans  to  pursue  philan¬ 
thropic  interests  with  his  wife.  He  says  they  will  be  focusing 
on  two  big  areas:  poverty  and  international  development,  and 
environmental  responsibility.  -Katherine  Walsh 

John  Boushy  •  CRM  Revolutionary 
iiiiiiiiiiiiiiiiiiitHimiiiitiiiiifiiiimiiimiiiifiiimiiiitiimtmiiiiiiiiiiiiiiim 
CEO  and  President,  Ameristar  Casinos 

“I  realized  [IT’s]  core  competency  was  in  the  relationships  we 
create  with  our  customers.  We  wanted  to  expand  that  competency 
using  automated  tools.  ” 

As  CIO  of  Harrah’s  Entertainment, 

Boushy  in  1994  began  building  WINet, 
the  gaming  industry’s  first  national 
recognition  and  rewards  system  to 
encourage  customer  loyalty....  Led  a 
huge  multiyear  integration  to  connect 
transactional  AS/400  mainframes  at  20  Harrah  properties  to  a 
single  Unix  database  (a  feat  vendors  said  couldn’t  be  done)....  By 
2001,  the  rewards  system  had  saved  Harrah’s  $20  million  a  year 
in  overall  costs  and  increased  the  number  of  customers  playing 
at  more  than  one  property  by  72  percent....  In  2006  he  became 
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president  of  Ameristar,  and  then  later  its  CEO. 

In  the  middle  of 1996,  technical  difficulties  temporarily  slowed 
the  WINet  project.  To  show  confidence  in  the  team,  Boushy  let 
his  then-short  hair  grow  until  WINet  was  up.  According  to  CIO, 
Boushy’s  hair  was  a  Samson-like  shoulder  length  by  the  time 
WINet  was  running  in  February  1997.  -  C.  G.  Lynch 


100  leading  women  in  the  automotive  industry  in  2000, 2005 
and  2007. 

Cooper  has  been  called  “the  queen  of  deviant  technology”  by  for¬ 
mer  bosses  and  current  staffers.  Since  she  didn’t  get  her  start  inside 
IT,  she’s  not  inhibited  by  taking  risks  with  new  technology. 

-Thomas  Wailgum 


Robert  Carter  Delivering  Innovation 

immtmiimiimmiiimmiifmimimiimiimiimmtimimmiimmmmii 

EVP  and  CIO,  FedEx 

“I’ve  spent  my  career  believing  that  the  single  most  important 
and  critical  success  factor  in  IT  is  getting  to  a  position  of  trust 
with  the  business.  This  earns  you  a  seat  at  the  table,  which  allows 
IT  to  move  to  the  strategic  level  of  making  any  business  better  for 
customers  and  more  competitive.  ” 

As  CTO  and  later  CIO,  revolution¬ 
ized  FedEx’s  package  tracking  system 
by  using  wireless  networking  when 
it  became  enterprise  ready  in  1999.... 
Pioneered  handhelds  in  the  shipping 
business  by  deploying  40,000  Blue¬ 
tooth-enabled  PowerPads  to  FedEx 
couriers  in  2002....  Early  adopter  of  technologies  allowing 
customers  to  track  packages  online  and  to  see  who  signed  for 
them....  After  the  company  restructured  its  business  units  in 
2000,  Carter  modernized  FedEx  TV,  a  satellite-based  network 
that  allowed  top  executives  to  communicate  with  employees.... 
Sits  on  FedEx  five-member  executive  committee....  Six-time  win¬ 
ner  of  a  CIO  100  award. 

After  Hurricane  Katrina  left  FedEx’s  facility  in  New  Orleans 
International  Airport  unusable,  Carter’s  IT  department  set  up 
a  temporary  facility  that  allowed  company  workers  to  organize, 
scan  and  ship  packages.  According  to  news  reports,  FedEx 
returned  10,000  packages  to  senders.  -C.G.L. 


Barbra  Cooper  Business-IT  Aligner 

immiimfmiimHimimimmmiiiifitiimiimiiifuiiiiimiuffiiiiimimmi 

Group  VP  and  CIO,  Toyota  Motor  Sales  USA  Inc. 

“My  biggest  challenge  these  days  comes  from  my  own  staff  who 
have  tried  to  slow  down  my  appetite  for  risk.  ” 

Instilled  high-level  project  manage¬ 
ment  metrics  and  financial  discipline  in 
Toyota’s  IT  starting  in  2003,  leading  to 
a  multimillion-dollar  return  of  IT  proj¬ 
ect  funds  to  the  business....  Overhauled 
business-IT  reporting  relationships... 
IT  executives  sit  next  to  their  busi¬ 
ness  counterparts;  IS  staffers  rotate  through  business  units.... 
Revamped  aged  dealership  communications  and  inventory  sys¬ 
tem  using  the  Web  so  vehicles  can  be  seamlessly  tracked....  Held 
CIO  roles  at  MicroAge  and  Maricopa  County,  Ariz....  Served  as 
VP  of  technology  for  American  Express.. .one  of  the  first  women 
in  the  IT  function....  Recognized  by  Automotive  News  as  one  of  the 


Rick  Dalzell  E-Commerce  Prophet 

mmmmiiimmiiiiimmmimiimmmiiiiimiiimimiiiiiimiiiiiimmmi 

SVP  and  CIO,  Amazon.com 

“Customer  experience  matters.  Tou  have  to  invest  in  the  future, 
not  just  for  the  moment.  You  have  to  actually  lay  some  founda¬ 
tions  that  will  enable  you  to  take  care  of  the  customer  in  the  future. 
You’ve  got  to  hire  a  great,  world-class  engineering  team  that’s  far 
smarter  than  the  CIO.  ” 

Created  legendary  e-commerce 
engine  and  CRM  system  for  gathering 
and  analyzing  customer  and  sales  data 
so  Amazon  could  predict  customer  shop¬ 
ping  habits....  Implemented  infrastruc¬ 
ture  that  allows  Amazon’s  networks  and 
data  centers  to  be  used  by  other  companies,  bringing  in  millions 
in  revenue....  Spent  formative  years  at  Wal-Mart  developing  criti¬ 
cal  data  warehousing  systems  alongside  CIO  Hall  of  Famers  Bob 
Martin,  Randy  Mott  and  Kevin  Turner. 

Dalzell,  who  plans  to  retire  at  the  end  of  the  year,  has  a  talent 
for  identifying  and  getting  rid  of  inefficiencies  and  excess  IT 
spending.  He  reportedly  slashed  $1.4  billion  out  of  inventory 
costs  at  Wal-Mart  and  reduced  Amazon’s  spending  on  IT  from 
11  cents  for  every  $1  in  sales  in  2000  to  6  cents  by  2003. 

T.W. 

John  Doucette  Centralizing  in  a  Decentralized  World 

tmiiiuiiiiiHmmiimmiiiimmifmiimtmiiimimtmitmmiimimimim 

VP  and  CIO,  United  Technologies  Corp. 

“Most  people  don’t  understand  the  breadth  of  experience  and 
business  background  that  you  need  as  a  CIO  to  succeed.  ” 

Standardized  and  centralized 
hundreds  of  applications  and  sys¬ 
tems.. .achieved  IT  buy-in  for  shared 
IT  services  at  UTC...cut  millions  out 
of  IT  spending  and  reduced  systems 
complexity....  One  of  first  CIOs  to  have 
success  with  Indian  outsourcing  (“I 
was  doing  this  back  when  you  didn’t  want  to  be  doing  this”).... 
Instituted  an  IT  leadership  program  that  rotates  entry-level  IT 
staffers  through  UTC’s  seven  operating  units  for  an  unheard-of 
27-month  period....  Before  UTC,  spent  18  years  in  GE’s  operating 
units.. .was  CIO  of  GE  Lighting. 

Doucette  is  a  product  of  GE’s  information  management  pro¬ 
gram,  where  he  explored  and  worked  in  GE’s  business  units 
during  an  intensive  two-year  IT  training  program. 

-T.W. 
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There  are  Bigger 
IT  Outsourcing 
Companies 


But  not  Better 


For  20  years,  clients  have  outsourced  their  IT  to  CompuCom  and  benefited  from  cost  reductions 
up  to  50  percent,  enhanced  quality  and  superior  value.  These  remarkable  accomplishments 
are  made  possible  by  CompuCom's  unique  Integrated  Infrastructure  Management™  (IIM) 
solution  that  combines  IT  life  cycle  management,  effective  service  delivery,  and  a  world-class 
help  desk  to  eliminate  the  complexities  of  infrastructure  management. 

The  result:  Tier-one  service  quality  at  a  tier-two  price. 


IT  Outsourcing  Services  •  Application  Services  •  Software  Services 


CompuCom 


Hardware  Services 
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Monte  Ford  "  The  People’s  CIO 

iiiiiiiiiiiiiiiiiiiiiiiimimtiiitmiiiimiiiiiimimimiiiiiiiiiiiiiiimimiiftiiii 
SVP  and  CIO,  American  Airlines 

“Once  I  started  focusing  on  people  instead  of just  the  technology, 

I  became  an  effective  leader.  There’s  nothing  more  important  in 
life  than  giving  people  an  opportunity.  ” 

Helped  AA  improve  profitability  and  avoid  bankruptcy  by 
using  IT  to  create  efficiencies,  including  a  data  warehousing 
project  that  analyzed  flight  patterns  and  times....  In  the  after- 
math  of  9/11  and  AA’s  acquisition  of  TWA,  centralized  and 
consolidated  all  IT  employees  from  disparate  groups  under 
one  umbrella  to  improve  operating  efficiencies  for  the  depart¬ 
ment....  Revitalized  the  company’s  website,  AA.com....  Created 
Jetnet,  an  employee  relationship  management  system  January 
2002.. .set  standard  for  online  employee  portals  acting  as  both 
productivity  and  work-life  balance  tool....  As  EVP  and  CIO  at 
The  Associates  First  Capital  Corp.,  led 
integration  with  Citigroup  in  2000... 
transformed  the  entire  systems  infra¬ 
structure  and  consolidated  worldwide 
data  center....  Encourages  diversity  in 
IT  by  writing  columns  and  speaking 
before  professional  organizations. ..in 
2004  and  2005,  Black  Engineer  called  him  one  of  technology’s 
50  most  important  African  Americans. 

Ford  didn’t  always  believe  IT  could  be  an  asset  to  a  company. 
Prior  to  his  time  at  AA,  there  was  a  time  when  he  viewed  IT 
merely  as  a  cost  center.  Now,  he  believes  that  through  invest¬ 
ments  in  people,  IT  can  drive  the  business.  -C.G.L. 

Jim  Flyzik  Reinventing  Government 

iiiiiiimitiiiiitiiitmmiiiiiiiitiiiiimiiiiiiiiimiiiiiiiiiimmiiiiiimiiiiitiiitt 
President,  The  Flyzik  Group 

“CIOs  need  to  be  part  of  the  executive 
team  and  establish  credibility  so  they 
can  support  the  business  of  the  organi¬ 
zation.  That  includes  building  strong 
relationships  with  superiors,  peers  and 
subordinates  as  well  as  understanding 
your  individual  organization’s  culture.  ” 
Deputy  Assistant  Secretary  and  CIO  of  the  U.S.  Treasury,  1997 
to  2002....  Built  first  and  largest  civilian  government  enterprise¬ 
wide  infrastructure  at  Treasury  for  all  14  bureaus,  eliminating 
redundancies  and  reducing  administration  costs....  Created  a 
governance  model  to  manage  the  consolidated  IT  enterprise.... 
In  2002,  became  special  adviser  for  IT  to  White  House  home¬ 
land  security  director  Tom  Ridge...headed  federal  CIO  council- 
one  of  the  primary  authors  of  “Reengineering  Through  IT,”  a 
series  of  reports  released  in  1993  that  recommended  reinventing 
government  through  the  use  of  technology....  Headed  the  team 
that  implemented  those  recommendations,  including  creating 
numerous  citizen  websites. 

Flyzik  won  a  teaching  excellence  award  in  1998  for  a  program 


on  information  security  and  risk  assessment  developed  and 
taught  at  the  Graduate  School  of  Management  and  Technology 
at  University  of  Maryland,  University  College.  He  has  taught  the 
program  for  17  years  part-time  on  Saturdays. 

-Margaret  Locher 

Paul  Gaffney  »  PuttingtheDotin.com 
iimmiifimfiimimtiiiiiiiiiiiiiiitHititiiiiiiitiiiiiifiiiiittiiittiiittiiititimiii 
COO,  Desktone 

“Be  vulnerable.  Invulnerability  is  the  wrong  model  for  leader¬ 
ship.  You  have  to  be  willing  to  declare  what  you  don’t  know  and 
to  admit  when  you  are  wrong.  ” 

Named  COO  of  Desktone  in  2006- 
In  2003,  as  EVP  and  CIO  of  Staples, 
designed  and  led  three-year  supply 
chain  transformation  using  existing 
technology.. .initiative  improved  operat¬ 
ing  profit,  increased  comparable  store 
sales  and  decreased  investment  in  inventory....  While  SVP  of 
technology  for  Charles  Schwab,  in  2001  launched  Street  Smart 
Pro  trading  platform  for  active  traders.. .allowed  Schwab  cus¬ 
tomers  direct  access  to  Nasdaq  and  other  trading  venues....  Cre¬ 
ated  business  plan  and  built  OfficeDepot.com’s  fully  integrated 
e-commerce  site,  establishing  company  as  a  multichannel 
player....  Built  infrastructure  for  Schwab.com  as  part  of  overall 
IT  transformation  in  the  early  1990s. 

Gaffney  has  worked  with  big  brand  companies  most  of  his 
career,  but  in  1999  he  created  a  venture-funded  startup  called 
Website  Pros,  which  provided  Web  development  services  to 
small  businesses.  -M.L. 

John  Glaser  ”  Health  Care’s  CIO 
VP  and  CIO,  Partners  Healthcare 

“During  my  first  year  and  a  half  of  being  a  CIO,  I  learned  that 
energized  talent  is  everything.  You  have  to  get  good  people  and, 
if  you  get  them  psyched  to  accomplish  something  new,  they  can 
do  anything.  ” 

Implemented  electronic  medical 
records  (EMR),  computerized  provider 
order-entry  and  other  clinical  informa¬ 
tion  systems  providing  physicians  access 
to  patients’  complete  medical  histo¬ 
ries....  Consolidated  nine  IS  groups  from 
affiliated  hospitals  beginning  in  1995.... 
Established  world-class  informatics  research  and  development 
groups....  Founded  the  College  of  Healthcare  Information  Manage¬ 
ment  Executives  in  1991...it  now  has  more  than  1,000  members. 

Glaser  says  he  doesn’t  have  a  cell  phone  or  a  PDA.  In  fact,  he 
doesn’t  find  technology  to  be  all  that  interesting.  What  does  inter¬ 
est  him  is  moving  organizations  from  point  A  to  point  B  using 
technology  as  the  tool  that  enables  that  transformation. 

-M.L. 
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Need  people 
who  know  technology 
that  didn’t  exist  yesterday? 

What  do  you  do? 


Your  industry  can  change  from  one  day  to 
the  next.  At  Manpower  Professional,  our  IT 
recruiters  can  help  you  find  the  highly  skilled 
professionals  you  need  to  keep  up  with  that 
change.  Whether  it’s  a  permanent  placement 
or  contract  assignment,  a  single  network 
administrator  or  a  whole  team  of  business 
analysts.  Discover  what  tomorrow  will  bring. 

manpowerprofessional.com/next 


Manpower 

Professional 


3  Manpower  Inc. 


Illllllllllfitlll  mm  Anniversary  "  hall  of  fame 


Darwin  John  :  Father  of  Database  Management 
llllilltl!IItliill!tlillllllllIllliliilliimi!ll!!lllfll!i!li!iimilllillllllllllllllft!UI 

Former  CIO,  Church  of  Jesus  Christ  of  Latter-day  Saints 
“Someone  once  wrote  that  I  had  a  strange  career  path.  But  the  choice 
to  go  to  the  FBI  was  consistent  with  the  set  of  principles  I  have  cho¬ 
sen  to  live  by:  to  make  a  difference  and  to  continuously  learn.  ” 

Integrated  multiple  disparate  systems 
on  his  watch  as  CIO  to  create  an  online 
database  of  900  million  names  for 
The  LDS  Church  to  allow  Mormons  to 
track  ancestors.. .by  2003,  the  database’s 
search  engine  received  8  million  hits 
daily....  Instituted  videoconferencing  to 
help  the  Church  globally  expand  its  mission....  Took  CIO  post 
at  the  FBI  in  2002  to  assist  Bureau  in  updating  antiquated  tech¬ 
nology  infrastructure-while  there,  worked  toward  creating  case 
file  software  that  replaced  physical  files  with  virtual  ones  that 
include  photographs,  audio  files,  news  clips... improved  FBI  infra¬ 
structure,  including  new  PCs  and  network  upgrades....  In  1983, 
at  Scott  Paper,  John  became  one  of  first  CIOs  and  earned  a  seat 
at  the  executive  table  by  1985,  a  step  forward  for  IT  in  corporate 
America. 

At  both  the  LDS  Church  and  the  FBI  John  faced  the  same 
challenges:  How  do  you  get  a  massive  organization,  with  lots  of 
scattered  data,  to  operate  with  a  technology  backbone  worthy  of 
the  21st  century?  -C.G.L. 


David  Kepler  Mr.  Enterprise  IT 
niitiiiitfiiiiiiiimimimiimiiiiimiiiiimmmimffiiiiiiiiiiimtiiiiiiiiiiiiiii 

Senior  VP  and  CIO,  Dow  Chemical 
“The  more  time  you  spend  with  tech¬ 
nology,  the  more  you  understand  that 
technology  is  about  the  people  who  use 
it.  You  gain  value  in  using  technology 
by  enabling  a  company  in  three  areas: 
improving  the  way  people  work,  making 
better  decisions,  and  connecting  in  a  more  relevant  way  to  cus¬ 
tomers.  Putting  in  enterprise  systems  is  really  about  a  vision  for 
the  future  and  how  it  will  change  people’s  lives.  ” 

Helped  Dow  become  one  of  the  first  companies  in  the  1990s  to 
install  a  global  ERP  system....  Became  Dow’s  first  CIO  in  1998... 
led  the  implementation  of  Dow’s  first  integrated  reporting  sys¬ 
tem-helped  integrate  the  company’s  IT  systems  with  Union  Car¬ 
bide’s  during  2002  merger,  saving  Dow  $1.1  billion....  Launched 
major  IT  center  in  China  to  support  Asian  markets’  demand 
for  supply  chain,  customer  service  and  purchasing  functions.... 
Piloted  projects  to  test  RFID,  GPS,  traditional  bar  codes  and  two- 
way  radios  to  improve  supply  chain  visibility. 

Kepler  has  led  other  important  functions  at  Dow  such  as  supply 
chain,  purchasing  and  Six  Sigma;  he  also  developed  its  national 
cybersecurity  strategy.  He  has  worked  on  the  advancement  of 
Dow’s  energy  and  climate  change  policy  and  was  recently  named 
the  company’s  first  Chief  Sustainability  Officer.  -K.  W. 


Shaygan  Kheradpir  The  Revenue  Generator 
iiiiiiiiiifiiiiinitmtiitiiiiiiiimiiiiiiiiiiimiimtiiiiiimiiiiiitiiiiiiiiiiiiimiii 
EVP  and  CIO,  Verizon 

“The  discussion  that  the  business  wants  to  have  today  is,  ‘How 
are  you  going  to  partner  with  me  to  win  in  the  marketplace?’ 

They  see  that  the  world  is  full  of  IT  innovations  that  the  customer 
never  asked  for.  When  did  a  customer  ever  ask  for  the  iPod  or 
Google?  Yet  once  they  get  them,  they  can’t  live  without  them.  ” 

Made  IT  a  revenue  generator.. .set  up  small  teams  to  produce 
new  products  and  services....  His  team  created  iobi,  a  connectiv¬ 
ity  suite  launched  in  2003  that  married  the  Internet  with  the 
public  telephone  network-then  created 
Verizon’s  FiOS  (fiber-optic)  interactive 
TV  product,  voice-over-IP  service  and 
the  VerizonOne  phone....  Embraced  con¬ 
sumer  IT  in  the  enterprise  by  deploying 
instant  messaging  throughout  Verizon 
in  2001....  Early  adopter  of  service-ori¬ 
ented  architecture  to  integrate  systems  from  the  merger  that 
created  Verizon  in  2000....  Developed  and  implemented  national 
platforms  supporting  rollout  of  Verizon’s  all-fiber  network, 
bringing  fiber  optic  to  millions  of  homes....  Selected  by  National 
Academy  of  Engineers  as  one  of  the  nation’s  85  outstanding 
young  engineers  in  1996....  Joined  GTE  in  1987. .named  VP  of 
GTE  Labs  seven  years  later. 

After  rolling  out  IM  at  Verizon,  he  gave  all  employees  his 
screen  name  in  case  they  wanted  to  discuss  anything  about  the 
business  or  IT. 

-C.G.L. 


DawnLepore  ::  Risk  Taker 

imiimiiiiiiiiiimiiiiimiiiiiiimiifiiiiiimimiiiiiiiiisfiiimiiiiiiiiiiiiimim 

Chairman  and  CEO,  drugstore.com 

“Keep  reinvesting  in  yourself  and  learn  from  everyone  around  you. 
Never  take  your  eye  off  your  customer  or  take  them  for  granted.  ” 

Former  vice  chairman  of  technology, 
operations  and  administration,  and 
active  trader  for  Charles  Schwab.. .dur¬ 
ing  her  tenure,  identified  the  potential 
for  trading  stocks  online  and  launched 
Schwab.com  in  1995,  ushering  in  era  of 
electronic  trading.. .pushed  for  training 
of  branch  workers  on  Schwab’s  e-business  systems  to  increase 
morale  and  market  share.. .encouraged  Schwab  to  offer  dis¬ 
counted  online  trades,  a  move  viewed  as  risky  but  which  paid  off 
as  share  volume  increased....  Joined  drugstore.com  as  Chairman 
and  CEO  in  2004... implemented  a  number  of  business  initia¬ 
tives  that  improved  margins  at  the  company  and  have  recently 
led  to  record  sales....  Named  one  of  Fortune’s  50  Most  Powerful 
Women  in  American  Business  from  1999  to  2002. 

Lepore,  at  the  time  a  music  major,  found  out  she  had  an  knack 
for  computers  after  she  took  an  aptitude  test  at  Cincinnati  Bell 
in  the  late  1970s.  -C.G.L. 
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Introducing  the  revolutionary  enterprise  architecture 
that  finally  pays  you  back. 

Legacy  systems  work  fine  for  brute-force  cooling  the  entire  room,  but  skyrocketing 
energy  costs  make  them  fiscally  irresponsible  and  their  fundamentally  oversized 
design  makes  them  incapable  of  meeting  today's  high-density  challenges. 

Even  worse,  power  and  cooling  waste  may  actually  prevent  you  from  purchasing 
much-needed  new  IT  equipment.  Simple  problem,  simple  solution.  Cut  your  power 
and  cooling  costs  and  use  the  savings  to  buy  the  IT  equipment  you  need. 

According  to  Gartner  Research,  50%  of  all  data  centers  built  before  2002  will  be 
obsolete  by  2008  because  of  insufficient  power  and  cooling  capabilities. 

Power  and/or  cooling  issues  are  now  the  single  largest  problem  facing  data 
center  managers. 

There's  only  so  much  power  and  money  to  go  around 

Your  service  panel  limits  the  amount  of  power  available.  Your  budget  limits  the 
amount  of  money.  You  have  to  stretch  every  bit  of  both  as  far  as  you  can. 

What  you  need  is  the  APC  Efficient  Enterprise!" 

The  APC  solution  offers  modular  scalability  so  that  you  pay  only  for  what  you 
use;  capacity  management  so  that  you  know  where  to  put  your  next  server;  and 
dedicated  in-row  and  heat-containment  systems  that  improve  cooling  and  thermal 
predictability.  An  Efficient  Enterprise  earns  you  money  through  the  pre-planned 
elimination  of  waste.  For  example,  simply  by  switching  from  room-  to  row-oriented 
cooling,  you  will  save,  on  average,  35%  of  your  electrical  costs. 

Our  system  reimburses  you 

Whether  you're  building  a  new  data  center  or  analyzing  the  efficiency  of  existing 
systems,  your  first  step  is  knowing  where  you  stand.  Take  the  online  Enterprise 
Efficiency  Audit  to  see  how  you  can  reap  the  benefits  of  a  smart,  integrated, 
efficient  system:  more  power,  more  control,  more  profits. 


Schneider 

Electric 


The  Efficient  Enterprise""  makes  cooling  predictable  and  reduces 
operational  expenses  by... 

(T)  Employing  close-coupled  cooling.  Our  innovative 
InRow' “  architecture  allows  more  efficient,  targeted 
cooling  by  shortening  the  distance  between  heat  generation 
and  heat  removal. 

(D  Containing  the  heat  Our  Hot  Aisle  Containment  System 
reduces  hot  spots  by  preventing  hot  exhaust  air  from  mixing 
with  cool  air  in  the  room. 

(3)  Managing  capacity.  Intelligent,  integrated  capacity 
management  software  gives  you  real-time  data  on  your 
power  and  cooling  demands. 

(d)  Utilizing  right-sized  components.  Right-sized  "pay  as 
you  grow “  components  mean  no  more  wasting  power  with 
oversized  legacy  systems. 
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How  efficient  is  your  enterprise  system? 

See  exactly  where  you  stand — take  our  online  Enterprise  Efficiency  Audit  today! 
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ADVERTISEMENT 


Beyond  the 

— I  Mainframe  I 

in  the  21st  Century 

For  decades,  the  mainframe  has  been  the  epitome  of  high-performance,  mission-critical 
computing.  Virtually  every  Forbes  Global 2000  company,  including  hospitals,  insurance  companies 
and  financial  institutions,  has  relied  on  mainframes  at  some  point  in  the  past  40  years  to  handle  vital 
business  workloads.  But  business  needs  are  constantly  evolving.  Today  there's  more  pressure  than  ever 
before  to  address  budgetary  and  regulatory  constraints  while  finding  more  efficient  ways  to  provide 
exceptional  service.  Customers  demand  more  cost-effective  solutions  that  enable  greater  flexibility 
without  compromising  service  levels  and  customer  satisfaction. 


"Although  these  [legacy] 
applications  provide  tremen¬ 
dous  value  over  their  life 
cycle,  the  inevitable  impact 
of  age  on  the  applications 
is  becoming  a  limitation  to 
many  companies'  business 
imperatives ...  Even  those 
applications  that  satisfy 
current  business  demands 
are  often  seen  as  difficult 
and  expensive  to  operate 
and  not  agile  enough."1 


Legacy  Technology, 

Modern  Challenges 

Enterprise  customers  are  facing  new  challenges 
with  their  mainframe  installations.  Modern  applica¬ 
tion  solutions  can  deliver  substantial  increases  in 
business  productivity,  but  many  of  these  applications 
are  not  available  for  mainframe  platforms,  which 
narrows  the  mainframes  ability  to  address  the 
company’s  needs.  According  to  Gartner,  “Although 
these  [legacy]  applications  provide  tremendous  value 
over  their  life  cycle,  the  inevitable  impact  of  age  on 
the  applications  is  becoming  a  limitation  to  many 
companies’ business  imperatives  ...Even  those  appli¬ 
cations  that  satisfy  current  business  demands  are 
often  seen  as  difficult  and  expensive  to  operate  and 
not  agile  enough.”  ^  In  addition,  new  advances  related 
to  highly  productive  software  development  tools  and 
Services  Oriented  Architecture  (SOA)  solutions  are 
more  commonly  available  on  newer  platforms  such 
as  Microsoft’s  .NET  system.  Traditional  mainframe- 
style  batch  processing  and  terminal-based  computing 
are  no  longer  sufficient  for  real-time  customer 
demands  and  dynamic  market  changes. The  comput¬ 
ing  user  base  now  includes  virtually  every  employee, 
so  IT  departments  must  provide  modern  systems  that 
are  intuitive  and  easy  to  use.  When  the  time  comes 
to  invest  in  new  enterprise  systems,  you  must  choose 


an  agile  infrastructure  that  supports  both  old  and 
new  enterprise  application  paradigms  and  has  a 
broad  ISV  community  with  solutions  to  typical 
business  scenarios. 

A  major  reason  why  mainframe  customers  are 
evaluating  other  platforms  is  the  shrinking  base 
of  trained  IT  professionals  to  maintain  mainframe 
environments.  According  to  Gartner,  “One  of  the 
greatest  risks  for  these  systems  is  not  the  applications 
themselves,  but  rather  the  skills  necessary  to  continue 
to  develop,  maintain  and  operate  them.”^ 

In  order  to  protect  IT  investments  and  enable 
business  continuity,  mainframe-class  solutions  must 
deliver  exceptional  reliability  and  the  latest  enterprise 
technology.  This  is  vital  in  areas  such  as  patient 
records,  banking  and  process  control,  where  there  is 
zero  tolerance  for  delays  and  errors. 

Mainframe  Alternatives 
To  Address  Current  Needs 

As  you  evaluate  alternatives  to  your  mainframe 
environments,  another  key  consideration  is  total 
solution  cost.  Many  companies  are  choosing  lower- 
cost  Microsoft®  Windows®-based  solutions  for  their 
next-generation  enterprise  platform.  In  particular, 
mainframe-class  HP  Integrity  servers  with  Dual 
Core  Intel®  Itanium®  2  processors  and  Microsoft 


To  find  out  how  solutions  from  HP,  Intel  and 
Microsoft  can  help  future-proof  your  company, 
visit  www.futureproofnow.com 


1  Gartner,  Inc.,  "Impact  of  Generational  IT  Skill  Shift  on 
Legacy  Applications"  Dale  Vecchio,  March  14,  2007 
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Windows  Server  2003  deliver  business  value  across  a  broad  range  of 
enterprise  applications  for  substantially  less  cost  than  other  platforms. 

The  growth  of  the  Intel  processor  performance  curve  over  the  last 
decade  means  that  Intel-based  servers  like  HP  Integrity  can  scale  to 
meet  the  most  demanding  workloads  in  areas  such  as  financial  servic¬ 
es,  manufacturing  and  health  care.  And,  with  Windows-based  servers 
now  representing  over  two-thirds  of  the  server  market,  modern  appli¬ 
cation  vendors,  service  providers  and  IT  professionals  are  increasingly 
standardizing  on  Microsoft  solutions.  The  volume  economics  that 
helped  drive  down  the  cost  of  Intel-based  Windows  computers  are 
now  benefiting  the  enterprise  server  space. 

The  HP-Intel-Microsoft  platform  delivers  features  often  associated 
with  mainframe  computing.  Intel’s  Explicitly  Parallel  Instruction 
Computing  (EPIC)  technology  provides  advanced  implementations  of 
parallelism,  predication  and  speculation,  resulting  in  extreme  perform¬ 
ance  while  offering  superior  availability.  HP  Integrity  servers,  such  as 
the  highly  scalable  Integrity  Superdome,  support  up  to  128  Intel 
Itanium  2  processors,  can  host  multiple  operating  systems  through  vir¬ 
tualization  technologies  and  include  a  range  of  high-availability  fea¬ 
tures  such  as  N+l  hot-swappable  components,  built-in  error-correc¬ 
tion  diagnostics,  fault-isolation  technologies  and  online  I/O  and  mem¬ 
ory  upgrades.  Microsoft  Windows  Server  2003  and  SQL  Server  2005 
include  powerful  services  that  enable  customers  to  address  next-gener¬ 
ation  computing  requirements.  These  capabilities  include  fail-over 
clustering,  transaction  monitoring,  resource  management,  systems 
management  tools,  enterprise  application  development  tools  and  inter¬ 
operability  with  other  enterprise  systems  and  applications.  The 
Microsoft  solution  ecosystem  also  includes  numerous  tools  that  help 
customers  to  move  existing  mainframe  applications  to  Windows 
through  the  support  of  COBOL,  CICS  and  other  legacy  systems. 

You  Have  a  Choice 

For  customers  worldwide,  choosing  a  more  modern  enterprise 
platform  is  crucial  to  continued  success.  Traditionally,  the  Sao  Paulo 
Stock  Exchange  (Bovespa)  chose  mainframes  for  its  most  mission- 
critical  needs.  However,  when  it  had  to  develop  a  modern  system  for 
its  clearing  and  depository  operations,  Bovespa  selected  an  HP-Intel- 
Microsoft  platform.  The  new  system  helped  to  address  time  and 
budget  constraints  as  well  as  give  the  IT  staff  a  chance  to  work 
with  a  more  agile,  advanced  platform.  “Development  was 
faster  and  cheaper  than  on  the  mainframe,  and  this  was  a  great  oppor¬ 
tunity  for  our  IT  professionals  to  evolve  their  knowledge  on  the  new 
platform,”  says  Joel  Ribeiro,  system  development  manager.  Based  on 
the  success  of  the  initial  trial  project,  the  organization  has  moved  all  of 
its  mainframe  workloads,  applications  and  IT  skills  to  the  new  HP- 


Intel-Microsoft  standards-based  platform.  The  results  have  been  dra¬ 
matic.  Bovespa  now  has  high-performance,  lower-cost  and  scalable  sys¬ 
tems  that  provide  a  secure,  reliable  environment  for  stockbrokers. 
Bovespa  s  IT  staff  has  been  trained  to  develop  new  applications  faster 
and  manage  their  systems  more  easily  with  the  latest  system  automa¬ 
tion  tools. 

Customers  in  other  industries  have  also  benefited  from  moving  their 
legacy  systems  to  HP  Intel-based  servers  running  Windows  Server 
2003.  An  IBM  OS390  mainframe  was  running  fine  at  AmerenUE’s 
Callaway  nuclear  power  plant  —  but  executives  sensed  that  the 
inflexibility  of  mainframe  technology  would  position  them  poorly  for 
the  future.  So  they  migrated  and  consolidated  50  mainframe  applica¬ 
tions  to  an  infrastructure  based  primarily  on  the  Microsoft  Windows 
Server  operating  system,  which  enabled  them  to  decommission  the 
Callaway  mainframe.  They  rewrote  small-  and  medium-sized  applica¬ 
tions  using  Microsoft  .NET-based  tools  and  they  adopted  more  than 
20  commercial,  off-the-shelf  applications.  The  result:  Callaway  gained 
the  agility  to  respond  to  business  needs  faster  and  more  effectively  than 
before.  The  company  saves  nearly  $1  million  annually  in  reduced  per¬ 
sonnel  and  licensing  costs,  and  it  gets  the  same  reliability  it  enjoyed  on 
the  mainframe.  “The  mainframe  was  very  stable,  but  so  is  Windows,” 
says  Janice  Hoerber,  applications  IT  supervisor,  AmerenUE  at  Callaway 
nuclear  power  plant.  “I  can  say  that  after  five  years  of  experience  on 
the  Windows  platform.” 

Today's  Innovation 

Modernizing  mainframe  solutions  doesn’t  mean  you  have  to  stay 
tied  to  one  vendor’s  old  technology,  nor  does  it  mean  you  have  to 
abandon  your  mainframe  application  investments.  You  can  migrate 
applications  while  gaining  full  access  to  one  of  the  highest-perform¬ 
ing,  modern  enterprise  platforms  available.  With  cost-effective  HP- 
Intel-Microsoft  solutions,  you  benefit  from  a  modern  platform  that 
runs  both  mainframe-class  applications  as  well  as  bleeding-edge  enter¬ 
prise  solutions.  If  you  are  considering  modernizing  your  data  center, 
then  HP’s  Application  Modernization  Services  can  help  you  prioritize 
next  steps  and  develop  a  customized  modernization  road  map. 
Together,  we  can  address  your  ROI  and  agility  goals  while  minimiz¬ 
ing  the  risk  of  business  disruption  during  the  process.® 


Ready  to  get  started? 

Visit  www.futureproofnow.com,  or  contact  your 
HP,  Intel  or  Microsoft  sales  representative  or  solution 
provider  to  learn  more  about  future-proofing  your 
business  for  the  next  millennium. 


©  2007  Microsoft  Corporation,  Intel  Corporation,  Hewlett-Packard  Development 
Company,  L.RAII  rights  reserved. 

Microsoft,  Windows,  the  Windows  logo,  Windows  Server  and  SQL  Server  are 
either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the 
United  States  and/or  other  countries.  Intel,  the  Intel  logo,  Xeon,  Itanium  2  and 
the  Itanium  2  logo  are  registered  trademarks  or  trademarks  of  Intel  Corporation 
or  its  subsidiaries  in  the  United  States  and  other  countries. 

The  names  of  actual  companies  and  products  mentioned  herein  may  be  the 
trademarks  of  their  respective  owners. 


Illlllllllllllll  mm  Anniversary  «  hall  of  fame 


Randy  Mott  Supply  Chain  Trailblazer 

HiinniitiiiiiiiiiiimiiiHiiiimiiiiiimimmiiiiiimiimmiiiimiimimiiiuii 

EVP  and  CIO,  Hewlett-Packard 

“Give  capable  people  large  challenges  and  let  them  surprise  you. 
Give  them  a  chance  to  use  their  full  potential.  ” 

Pioneered  retail  and  supply  chain 
systems,  such  as  merchandising,  replen¬ 
ishment  and  distribution  technologies 
at  Wal-Mart. ..implemented  common 
IT  systems  and  processes  as  Wal-Mart 
expanded  globally  in  the  1990s  and, 
during  his  six  years  at  the  helm,  almost 
tripled  revenue....  CIO  of  Dell  from  2000-2005....  His  mentoring 
produced  10  C-level  executives  across  multiple  industries  within 
the  Fortune  100....  Received  the  Roger  Milliken  Career  Achieve¬ 
ment  Award  in  2007  for  contributions  to  retail  and  consumer- 
focused  industries  through  the  creation  and  implementation  of 
supply  chain  standards  and  best  practices. 

Mott  has  a  Harley-Davidson  that  he  rides  in  the  California 
hills  whenever  he  gets  a  chance.  -T.  W. 

Michael  Prince  The  Early  Adopter 
ifiiiifiiiiiiimiifmimmmmimiimiimiifiiiiimiiiiiiimifmHiiiimiimiii 

VP  and  CTO  (and  former  CIO),  Burlington  Coat  Factory 
“We  [used  open  source]  because  it  looked  excellent  to  us  and  it 
was  the  most  affordable  thing  to  do.  People  were  nurtured  and 
listened  to,  and  we  encouraged  people  to  be  knowledgeable  in 
things  that  were  emerging.  ” 

Brought  in  Unix  boxes  as  early  as 
mid-1980s  when  Unix  was  used  only 
in  science  and  academia. ..in  the  early 
1980s  introduced  TCP/IP  networking 
and  server-based  e-mail  to  facilitate 
communication  between  employees 
and  store  managers  (while  most  retail¬ 
ers  were  still  using  the  postal  system  and  the  phone).. .utilized 
storage  area  networks  in  the  mid-1990s  to  enable  access  to  disk 
storage  using  fiber-switched  networks,  reducing  costs  and 
improving  network  reliability... brought  radio  frequency  devices 
into  Burlington’s  stores,  which  came  equipped  with  a  bar  code 
scanner,  keyboard  and  screen,  allowing  retail  workers  greater 
mobility  and  productivity....  Pioneered  Linux  in  the  corporate 
space  as  early  as  1998  to  cut  support  costs  and  promote  ease  of 
use  for  retail  employees  operating  on  a  thin-desktop  client.... 
Improved  connection  speeds  by  implementing  satellite  networks 
when  everyone  else  used  dial-up....  One  of  the  first  to  deploy 
Oracle  Relational  Database  in  1987,  revolutionizing  how  busi¬ 
ness  data  was  handled. 

Unpopular  cost  efficiencies  drove  Prince  to  become  the  king 
of  early  adoption.  And  it  was  his  technical  staff— empowered  by 
Prince— who  pushed  these  technologies.  In  fact,  the  Linux  deci¬ 
sion  was  driven  in  large  part  by  college  interns  who  championed 
the  open-source  operating  system’s  capabilities.  -C.G.L. 


Rebecca  Rhoads  ::  The  Consolidator 
ifimmiiiiiiiiiiiiitiiiimmmiiiiiiiiimHiiiimiiiimmiiiiiiiiimiiiiiiiiiiiiii 
VP  and  CIO,  Raytheon 

“To  prepare  for  the  role  of  CIO,  one  needs  to  reach  for  the  proj¬ 
ects  and  assignments  that  are  way  outside  of  their  comfort  zone. 
The  growth  and  the  rewards  from  those  diverse,  broad  and  dif¬ 
ficult  assignments  are  fantastic.  ” 

Mitigated  more  than  $50  million  in 
risk  by  applying  rigorous  controls,  rates 
and  a  new  business  model  for  IT  when 
she  became  Raytheon  CIO  in  2001.... 

Responsible  for  post-merger  consolida¬ 
tion  and  integration  with  Hughes  Elec¬ 
tronics,  TI  and  E-Systems,  for  which 
Raytheon  was  honored  with  a  CIO  100  Award  in  2002.. .core 
component  of  the  integration  was  Rhoads’s  elimination  of  more 
than  2,800  legacy  systems  and  deployment  of  a  common  ERP 
architecture  by  2004. ..established  a  common  process  and  pro¬ 
prietary  Sox  control  environment  across  all  businesses  in  2005... 
deployed  rigorous  security  mechanisms  through  privacy  and 
information  assurance  initiatives  across  the  company  in  2007. 

Rhoads  did  not  begin  her  career  in  IT.  In  1997,  after  years 
in  electrical  engineering,  she  felt  the  world  was  undergoing  a 
“tectonic  shift”  in  technology  and  she  wanted  to  be  a  part  of  it. 
Rhoads  set  her  sights  on  the  CIO  position  and  worked  her  way 
up  the  ladder  until  she  got  there. 

-K.W. 

Ralph  Szygenda  ::  The  CIO’s  CIO 

iiiiiiiiiiitimmiiiimiiimimfiimiiiiiiuiiiiiiitiiiiiiuiiiiiiimiiiiifiiiimmi 

Group  VP  and  CIO,  General  Motors 

“My  37 years  as  a  CIO  has  taught  me  that  business  improvement  is 
all  that  counts.  Information  technology  is  useless  unless  it  provides 
added  value  to  the  business  and  changes  the  business  for  the  better.  ” 
Led  GM’s  global  transformation  through  the  use  of  IT  and 
its  influence  on  business  process  reengineering....  Since  1996, 
as  GM’s  first-ever  CIO,  has  removed  $12  billion  of  IT  costs  and 
reinvested  $7  billion  into  new  IT  development-reduced  vehicle 

development  cycle  and  delivery  time  to 
customers  by  more  than  50  percent  by 
consolidating  23  CAD/CAM  systems 
into  one  global  system....  Szygenda  and 
his  team  played  a  significant  role  in 
GM’s  success  in  China. ..implemented 
critical  IT  to  modify  product  at  GM 
China’s  Engineering  Center....  Developed  systems  to  support 
GM’s  OnStar  system,  which  provides  in-vehicle  safety  and  com¬ 
munications  to  4.5  million  customers. 

Szygenda  developed  an  integrated  business  and  informa¬ 
tion  technology  curriculum  for  MBAs  because  that  combined 
perspective  was  not  being  taught  to  business  students.  He  feels 
it’s  important  for  CIOs  to  give  back  to  society  and  help  the  next 
generation  of  business  and  IT  leaders.  -M.L. 


52  OCTOBER  1,  2007  |  www.cio.com 


FIND  HEW 
ttARkET^ 
HERE. 


■  ■ 


«  " 

i  a  b  bif  ‘ 


ii  | » jr  G^IN 

EFFICIENCIES 

B  S  IB  HERE. 

1111 K 


\ 


.» (S[» 


EXPAND 

operations 

HERE. 


I  I 


Pitney  Bowes 

Maplnfo 


FROM  MORE  EFFICIENT  OPERATIONS  TO  HIGHER  ROI, 
YOU  CAN  LEARN  A  LOT  FROM  LOCATION. 


Location  intelligence  can  tell  you  precisely  how  and  where  to  grow.  How  to  add  more  wow 
to  customer  service.  Even  how  to  make  your  operations  more  efficient,  and  your  offerings 
more  differentiated.  To  start  listening,  talk  to  the  location  intelligence  professionals  at 
Pitney  Bowes  Maplnfo.  Through  comprehensive  software,  expansive  data  sets,  expert  consulting 
and  support,  we  help  your  entire  organization  leverage  the  unique  power  of  location-centric 
information  for  better,  more  informed  decisions.  See  what  location  intelligence  tells  you. 

Be  Location  Intelligent® 


See  how  location  intelligence  drives  key  business  decisions.  Download 
Location  Intelligence:  The  New  Geography  of  Business  at  mapinfo.com/location4 


©2007  Pitney  Bowes  Maplnfo  Corporation.  All  rights  reserved.  Maplnfo  and  the  Maplnfo  logo  are  trademarks  of  Pitney  Bowes  Maplnfo  Corporation 


Anniversary  «  hall  of  fame 


Kevin  Turner  :  From  Cashier  to  Business  Leader 
lutiiiiiiiiiiiiiiimiiiimitiiiiiiiimiiiiifiimmtiiimiiiiiiiiiimiitiiiiii 
COO,  Microsoft  Corp. 

“Being  a  CIO  is  a  7-by-24-by-365job.  Businesses  run  on 
infrastructure  and  the  business  of  technology.  Even  when 
you’re  off,  you  have  to  be  reachable.  It’s  a  job  that  is  dif¬ 
ficult  to  unplug.  ” 

Served  as  CIO  of  Wal-Mart  and 
CEO  of  Sam’s  Club.. .enabled  both 
to  expand  during  rapid  business 
and  IT  growth....  Current  COO  of 
Microsoft....  Known  for  his  abil¬ 
ity  to  mesh  business  strategy  and 
IT  capability....  In  1997,  Turner 
became  the  first  recipient  of  the  Sam  M.  Walton  Entrepre¬ 
neur  of  the  Year  award,  a  very  high  honor  at  Wal-Mart.... 
Instrumental  in  developing  retail-specific  applications 
(such  as  RetailLink)  at  Wal-Mart  to  achieve  complete 
inventory  and  supply  chain  transparency  with  suppliers.... 
Began  Wal-Mart  career  as  a  cashier  in  1985. 

His  “team  first”  approach  is  legendary.  “It’s  the  people 
you  work  with  that  determine  your  success,”  he  says. 

-T.W. 


Carl  Wilson  ”  The  Big  Picture 
iiiiitmmimmimiiiimiiiiitmmifmmimmiiiitiiHiniiimiiiiiiiiii 

EVP  and  CIO,  Marriott  International 
“Well-informed people  normally  do  the  right  thing. 
Alternately,  if  you  don’t  let  people  know  what  is  expected 
of  them,  don’t  be  surprised  if  it 
doesn’t  happen.” 

With  his  team,  introduced 
industry’s  first  high-speed  Inter¬ 
net  access  offered  in  guest  rooms.... 

Implemented  reservation  system 
Marriott.com. ..system  generates 
more  than  $4  billion  in  annual  revenue....  Developed 
Rewarding  Welcome  application  to  personalize  guest 
response  for  Marriott  Rewards  members....  Transformed 
physical  networks  into  a  virtual  private  network.. .saved 
$15  million  annually.. .improved  network  response  times 
by  60  percent....  Implemented  industry-leading  ERP  sys¬ 
tems  to  support  shared  service  centers  for  HR  and  financial 
systems.. .consolidated  group  revenue  functions  into  one 
Web-based  system  starting  in  2001. 

Wilson  credits  his  career  success  to  a  position  he  held 
early  on  at  Central  Soya  Co.  At  that  company,  he  conducted 
special  studies  for  senior  executives  and  board  members. 
Wilson  says  this  gave  him  the  opportunity  to  see  and 
understand  how  executives  thought  and  made  decisions, 
which  has  served  him  well  throughout  his  career. 

-K.W. 


he  Class 

Welcomes  the  class  of  2007 


John  Cross 

As  GM  of  IT,  led  a  restructuring 
of  BP  Exploration’s  global  IS 
function,  slashing  IS  expenses 
by  50  percent.  Transformed  the 
core  mission  of  IT  from  support 
to  strategic  business  partner. 

David  V.  Evans 

IS  chief  for  J.C.  Penney  helped 
establish  standards  for  EDI 
information  exchange  and  point- 
of-sale  and  shipping-container 
bar  coding.  Major  player  in  the 
science  of  customer  data  and  an 
early  adopter  of  TCP/IP  standard. 

Charles  Feld 

As  VP  of  MIS  at  Frito-Lay, 
orchestrated  a  network  that 
allowed  salespeople  to  use  por¬ 
table  computers  to  enter  inven¬ 
tory  and  promotions  data.  A 
seminal  example  of  IS  partner¬ 
ing  with  business  for  competi¬ 
tive  advantage. 

Cinda  A.  Hallman 

As  CIO  of  DuPont,  rationalized  IS 
costs  while  improving  customer 
focus  and  integrating  a  global 
business.  In  1996,  she  brokered 
a  then  record-setting  $4  billion 
outsourcing  deal. 

Max  D.  Hopper 

Considered  a  founding  father  of 
IT-driven  competitive  advantage 
due  to  the  impact  of  American 
Airlines’  Sabre  reservation  sys¬ 
tem  on  the  travel  agency  market. 

Katherine  M.  Hudson 

Struck  a  landmark  outsourcing 
deal  in  1989  as  VP  and  director 
of  corporate  IS  at  Kodak.  The 
deal  had  a  profound  impact  on 
the  industry  and  led  to  a  wider 
acceptance  of  IT  outsourcing. 

Donald  R.  Lasher 

As  president  of  United  Services 
Automobile  Association,  devel¬ 
oped  an  automated,  multifunc¬ 


tional  workstation  environment 
serving  more  than  16,000  users. 
Also  helped  write  the  IT  reform 
Clinger-Cohen  Act. 

Bob  L.  Martin 

While  CIO  at  Wal-Mart,  Martin 
helped  usher  in  the  famous  con¬ 
tinuous  replenishment  applica¬ 
tion.  Helped  found  and  chair 
the  industry  standards  group 
for  EDI  and  pushed  vendors 
and  suppliers  to  keep  up  with 
technology. 

DuWayne  J.  Peterson 

After  the  1987  crash,  the  Merrill 
Lynch  CIO  transformed  the  IS 
infrastructure,  installing  net¬ 
worked  client/server  systems 
before  the  term  was  coined.  One 
of  the  first  CIOs  to  consolidate 
data  centers.  Helped  move  IS  out 
of  the  basement  as  a  member  of 
Merrill’s  executive  committee. 

Ron  J.  Ponder 

Known  for  tackling  huge,  high- 
risk  projects,  including  pack- 
age-tracking  at  FedEx,  universal 
billing  system  at  Sprint  and  a 
critical  customer  billing  and 
marketing  system  at  AT&T. 

Paul  A.  Strassmann 

IS  chief  at  Xerox  and  later  at  the 
Department  of  Defense.  Made 
his  mark  linking  IT  to  specific 
business  value.  Considered  a 
pioneer  in  applying  best  prac¬ 
tices  from  the  private  sector  to 
government. 

Patricia  M.  Wailington 

As  VP  and  CIO  of  Xerox,  struck 
a  $3.2  billion  outsourcing  deal 
for  legacy  systems  maintenance 
with  EDS.  It  was  in  1994  the  larg¬ 
est  contract  of  its  kind  and  the 
first  global  outsourcing  contract. 


To  find  out  more  about  these  Hall 
of  Fame  members,  go  to  www.cio 
.com/article/104201 . 
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Net  Op 


www.NetOpTech.com 


Take  Control  -  Anytime,  Anywhere 


NetOp  Remote  Control  -  Remotely  manage  networks; 
applications  arid  dace  using  non-polling  technology  and 
255-bit  encryption. 


NetOp  Netfilter  -  100%  dynamic  text  arid  image  web  content 
filter,  that  doesn't  require  maintaining  a  static  black  list, 

NetOp  On  Demand  -  Internet-based,  remote  control  help 
desk  solution  that  doesn't  require  pre-installed  software  and 
doesn't  leave  a  footprint. 


NetOp  Mobile  Fast  and  secure  remote  control  system  for 
sharing  information  with  mobile  devices. 


rMhi,  2Ur  Ml  Alt 


866-907-2971 

USsales@NetOp.com 
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WILL  YOUR  SKILL  SET  QUALIFY  YOU 

FOR  A  SEAT  AT  THE  EXECUTIVE  TABLE? 


Learn  essential  tips  on  developing  your  career  during  a  free 
web  seminar,  hosted  by  the  CIO  Executive  Council  and 
executive  coach  Dr.  Susan  Bethanis. 


You  will  receive  key  information  on  how  to: 

*Set  realistic  goals  in  your  own  personal  development  plan 
*Recognize  and  leverage  your  strengths 
*Apply  the  nine  executive  competencies  and  assessments 
CIOs  of  the  future  will  need 

*Participate  in  the  Leadership  Advancement  Pathways  program 


Register  at  www.cioexecutivecouncil.com/pathways 

The  first  fifty  registrants  will  receive  Bethanis'  book,  Leadership  Chronicles  of 
Corporate  Sage:  Five  Keys  to  Becoming  a  More  Effective  Leader. 


CIO  Executive  Council 

The  Professional  Organization  for  CIOs 


The  CIO  Executive  Council  was  created  by  readers  of  CIO  magazine  and  leaders  within  the 
community  of  CIOs  to  leverage  the  individual  and  collective  strengths  of  its  members  to  serve  as 
unbiased  and  trusted  advisors  to  each  other,  and  to  advance  the  CIO  profession  and  its  role  in 
driving  shareholder  results  for  their  respective  organizations.  Created  by  the  CIO  Executive 
Council,  Leadership  Advancement  Pathways  has  been  created  to  help  rising  stars  in  IT  build 
business  leadership  skills.  This  year-long,  fee-based  program  uses  online  self  and  360-degree 
assessment  tools  and  a  personalized  action  plan  carried  out  through  workshops  taught  by 
CIO  Executive  Council  members. 
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Deloitte 


Advertising  supplement 


Ponemon  Institute  uc 


Audit  &  Enterprise  Risk  Services 


Enterprise@Risk 

Insights  into  the  emerging  privacy  and 
data  protection  function 


The  results  of  the  2007  Privacy  &  Data 
Protection  Survey  conducted  by  Deloitte 
&  Touche  LLP  ("Deloitte  &  Touche") 
and  Ponemon  Institute  LLC  ("Ponemon 
Institute")  provide  compelling  evidence 
that  organizations  continue  to  struggle 
with  managing  and  protecting  private 
data.  Incidents  compromising  personally 
identifiable  information  (Pll)  are  occurring 
at  an  alarmingly  high  rate  with  more  than 
85%  of  survey  respondents  reporting 
some  type  of  reportable  privacy  breach 
within  the  last  year.  Not  surprisingly, 
given  the  number  of  reported  breaches, 
organizations  continue  to  respond  in 
the  primarily  "firefighting"  mode  that 
we  reported  in  last  year's  Privacy  &  Data 
Protection  Survey.  Both  privacy  and 
security  professionals  indicated  that 
incident  response  continues  to  be  their 
primary  privacy  activity  and  relatively  little 
time  is  spent  on  potentially  more  proactive 
activities  such  as  strategy,  gap  analysis, 
and  training. 


So,  how  are  enterprises  internally 
organizing  their  efforts  to  manage 
personal  information  and  provide 
adequate  data  protection?  Perhaps 
more  importantly,  how  effective  are 
these  efforts?  To  answer  these  and  other 
questions  in  our  second  annual  survey, 
Deloitte  &  Touche  and  Ponemon  Institute 
analyzed  the  roles,  activities  and  time 
allocation  preferences  of  individuals 
charged  with  managing  and  protecting 
personal  data  in  the  enterprise.  To 
better  understand  the  dynamics  of  the 
enterprise  privacy  function,  we  divided 
the  respondents  into  two  groups: 
those  in  positions  dedicated  to  privacy 
management,  and  those  who  have 
been  assigned  privacy  duties  as  part  of 
a  primarily  data  protection  or  security 
role  ("security"). 

The  results  of  the  survey  indicate  that 
organizations  have  continued  to  adapt 
the  enterprise  privacy  function  as  part 
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of  the  natural  evolutionary  process 
associated  with  recognizing  and  treating 
private  data  as  a  core  asset.  The  findings 
also  indicate  a  strong  organizational 
objective  of  moving  from  the  current 
privacy  'risk  reactive'  stance  to  a  more 
'risk  intelligent'  approach  by  managing 
privacy  risk  proactively  across  the 
enterprise  in  new  and  strategic  ways. 

We  invite  you  to  look  at  some  of  our 
important  key  findings  and  analysis  on 
the  following  pages  and  to  contact  us  to 
receive  the  full  survey.  In  the  future  we 
will  continue  to  study  and  report  on  this 
emerging  function  and  the  impacts  of 
its  growth  and  maturation  within 
the  enterprise. 
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Extract  of  survey  results 

Deloitte  &  touche  and  Ponemon  Institute  surveyed  a  North  American  representation 
of  privacy  and  security  professionals  in  an  effort  to  better  understand  the  existing 
state  of  the  enterprise  privacy  function.  The  survey  explored  the  organizational 
position  of  enterprise  privacy  management  and  security  professionals  and  assessed 
and  compared  their  activities  and  time  allocation  preferences.  Other  dimensions  of 
privacy  the  study  analyzed  included: 

•  Roles  and  responsibilities  •  Technology  implementation 

•  Time  allocation  •  Metrics  and  reporting 

•  Training  •  Breaches  and  incident  response 

•  Strategy  •  Reporting  relationships 

•  Policy  development  •  Compensation 

This  second  annual  Deloitte  &  Touche  and  Ponemon  Institute  Privacy  and  Data  Protection 
Survey  revealed  some  surprising  results.  Most  significantly,  the  number  of  reported  privacy 
breaches  is  high  and  security  and  privacy  professionals  are  spending  significantly  more 
time  than  they  would  like  responding  to  those  breaches.  Most  respondents  reported 
a  significant  number  of  internal  Pll  violations  and  more  than  85%  reported  that  their 
organization  experienced  at  least  one  data  breach  requiring  notification  over  the  past 
12  months. 


Figure  1.  Internal  Pll  violations 


Figure  2.  Data  breaches  requiring  notification 
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More  than  85% 
of  organizations 
reported  at  least 
one  data  breach 
requiring  notification 
over  the  past 
12  months. 


Due  to  the  large  number  of  reportable 
data  breaches,  the  amount  of  time 
spent  performing  breach  notifications 
is  correspondingly  high.  Indeed,  it 
consumes  more  of  the  privacy  and 
security  professionals'  time  than  any 
other  breach  management  activity. 

Given  both  the  high  rate  of  occurrence 
and  the  impact  of  breach  and  subsequent 
notification  on  internal  resource  allocation 
it  was  again  surprising  this  year  to  find 
the  lack  of  repeatable  training  continuing 
to  be  consistent  across  the  board.  Both 
privacy  and  security  professionals  clearly 


understood  the  importance  of  internal 
training  to  assist  in  the  management 
of  private  data  and  the  prevention  of 
breaches.  In  2007,  respondents  indicated 
they  wanted  to  double  the  time  they 
spend  on  developing  training  programs — 
a  significant  shift  from  their  stated  2006 
priorities.  At  the  same  time,  half  of  survey 
respondents  reported  that  currently 
privacy  training  is  either  not  offered  at  all 
or  offered  only  once  in  their  organizations. 
This  is  the  case  even  in  highly  regulated 
industries,  such  as  financial  services,  life 
sciences  and  healthcare. 
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Figure  3.  Training  offered  for  privacy,  secuirty  and  risk 


Percentage  of  respondents 
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■  Risk 

■  Security 

■  Privacy 


The  complexity  of  the  issues  surrounding 
both  management  and  protection  of 
private  data  is  reflected  in  the  differences 
found  in  the  positioning  and  relationship 
of  the  roles  supporting  the  enterprise 
privacy  function.  Privacy  professionals 
generally  have  a  highly  matrixed  reporting 
structure  that  bridges  traditional  organi¬ 
zational  boundaries  between  legal,  ethics 
and  compliance  departments.  While 
privacy  professionals  may  report  directly 
to  the  C-suite,  security  professionals  are 
typically  embedded  within  Information 
Technology  and  have  linear  reporting 
relationships  within  that  function.  The 
security  professionals  also  indicated 
they  had  little  or  no  secondary  reporting 
relationships.  This  current  situation  where 
privacy  and  security  professionals  operate 
in  separate  organizational  spheres  may 
sub-optimize  the  enterprise's  ability  to 
identify,  mitigate  and  respond  to  privacy 
risks  in  a  strategic  fashion. 


Despite  the  challenges  presented  by 
organizational  separation,  privacy  and 
security  professionals  agree  on  how  they 
would  prefer  to  allocate  their  time  spent 
on  privacy-related  activities.  The  survey 
indicates  that  ideally,  the  respondents 
would  prefer  spending  significantly  more 
time  on  proactive  activities  and  less  time 
reacting  to  actual  breaches.  Specifically, 
they  would  like  to  devote  more  of  their 
work  week  to  strategy  development,  gap 
analysis,  and  training/awareness  and  less  to 
breach  management.  Privacy  professionals 
now  spend  22%  of  their  time  and  security 
professionals  spend  about  23%  of  their 
work  week  on  breach  management. 

Today's  business  environment  requires  that 
organizations  are  able  to  efficiently  and 
continuously  capture,  store,  and  analyze 
vast  amounts  of  data.  This  increasingly 
mission-critical  activity  in  turn  must 
incorporate  sound  privacy  management 
and  data  protection  practices  to  achieve 


its  objectives.  The  survey  results  indicate 
an  increasing  understanding  within 
the  organization  of  what  is  required 
to  address  the  risks  associated  with 
managing  and  protecting  private  data. 
However,  it  also  demonstrates  that  the 
challenge  remains  for  the  enterprise 
privacy  function  to  move  from  the  current 
reactive  mode  to  a  more  proactive  and 
strategic  approach. 

We  invite  you  to  review  the  entire 
survey,  and  consider  the  management 
of  data  in  your  organization.  Are  you 
managing  the  associated  risks  across  your 
entire  organization — are  you  being  'risk 
intelligent'  where  your  brand  assets  and 
customer  trust  are  concerned? 

Please  visit  us  online  at  www.deloitte.com/ 
us/security  for  a  complete  copy  of 
the  study. 
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Security  &  Privacy  Services 

Addresslm  tke  n\iA(tiy(e  dimev\sioy\s  of  risk. 


Information  security,  privacy  &  data  protection  are  management  issues  with  global  business  implications.  The  associated  risks  of 
doing  business  today  need  to  be  clearly  understood  and  managed  in  order  to  make  the  most  of  your  opportunities. 

Managing  information  &  privacy  risk  at  the  enterprise  level  enables  companies  to  achieve  more  efficient  and  effective  security 
and  data  protection  processes  and  programs.  Issues  such  as  stakeholder  value,  consumer  confidence,  brand  and  reputation 
protection,  and  legal  and  regulatory  compliance  can  be  addressed.  The  professionals  of  Deloitte  &  Touche  LLP  help  you  take 
advantage  of  this  dynamic  situation  while  helping  you  to  manage  these  risks. 

As  an  industry  leader  offering  global  privacy  and  security  solutions,  we  are  focused  on  client  service  through  a  global  strategy 
executed  locally  in  nearly  1 50  countries. 


We  offer  a  broad  array  of  services  in  the  following  areas: 

•  Privacy  &  Data  Protection 

•  Security  Management 

•  Identity  Access  Management 

•  Application  Integrity 

•  Business  Continuity  Management 

•  Vulnerability  Management 

•  Infrastructure  &  Operations  Management 

Visit  us  online  at  www.deloitte.com/us/security 
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CIO  to  CEO 

The  Lessons  Learned 


Dawn  Lepore  won  Web  success  as  CIO  of  Charles 
Schwab.  Now  CEO  ofdrugstore.com  and  a  CIO  Hall 
of  Famer,  she  tells  her  own  ClOthat  all  IT  investments 
should  be  customer-focused,  by  matt  villano 


As  the  CIO  and  later  Vice  Chairman 

of  Technology  of  brokerage  Charles  Schwab 
from  1993  to  2003,  Dawn  Lepore  was 
among  those  pioneering  IT  executives  who 
became  strategic  business  leaders.  In  2004 
Lepore  parlayed  the  lessons  she  learned 
as  a  member  of  Schwab’s  executive  team  to 
become  president,  CEO  and  chairman  of 
drugstore.com. 

At  Schwab,  Lepore  rode  high  through  the  dotcom 
boom.  In  1995,  she  launched  Schwab.com  in  a  matter  of 
weeks.  It  was  the  first  customer-facing  website  for  the 
company  that  was  then  a  worldwide  leader  in  electronic 
trading  by  its  brokers,  and  it  helped  Schwab  preserve 
its  competitive  position  as  a  discount  broker  against 
upstart  E*Trade.  For  her  achievement  as  a  technologist 
who  created  a  strategic  role  for  IT,  CIO  chose  Lepore 
as  a  member  of  our  CIO  Hall  of  Fame  (see  “CIO  Hall  of 
Fame”,  Page  43). 


CIO  Hall  of  Famer 
Dawn  Lepore,  CEO 

of  drugstore.com, 
says  razor-thin  mar¬ 
gins  mean  there’s 
not  much  room 
for  IT  investment 
gambles. 
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Anniversary  a  view  from  the  top 


“When  I  was  CIO  at  Schwab,  one  of  the  things  that  I  know  my  CEO 
appreciated  is  that  I  never  emotionally  blackmailed  him.  I  never 
said,  ‘Oh,  well,  I  can  cut  costs  but,  you  know,  in  exchange  we’ll  have 
to  lose  X ,  Y  and  Z . ’  And  the  good  news  is  that  my  CIO  never  does 

that,either.”-DAWN  lepore 


Lepore  left  Schwab  for  drugstore.com  as  Schwab’s 
fortunes  waned  (then-CEO  David  Pottruck  was  fired  in 
2004).  The  online  health  and  beauty  retailer  had  turned 
only  one  profitable  quarter  since  it  was  founded  in  1998. 
Sales  were  sagging.  Turnover  was  high.  And  company 
shareholders  were  growing  restless.  Lepore  was  hired  to 
turn  things  around. 

So  far,  the  road  to  profitability  has  been  challenging. 
Although  revenues  are  rising,  drugstore.com  ended 
the  second  quarter  of  2007  in  the  red.  But  Lepore  is  bet¬ 
ting  that  fundamental  business  and  IT  principles  will 
change  that. 

For  example,  she  performed  a  comprehensive  strategic 
review  of  the  company’s  business  segments  to  evaluate  the 
profitability  of  each  customer  order  and  partnership,  then 
eliminated  or  adjusted  the  price  on  several  thousand  over- 
the-counter  products.  Among  other  accomplishments,  she 
also  reduced  net  shipping  costs  by  introducing  weight-and 
location-based  surcharges  for  certain  customer  orders  and 
nixed  an  unprofitable  relationship  with  a  pharmacy  ben¬ 
efits  management  company. 

Furthermore,  applying  the  lessons  she  learned  while 
selling  her  colleagues  at  Schwab  on  the  importance  of  the 
Internet  as  a  business  tool,  she  has  clarified  the  role  of 
IT  at  drugstore.com  as  one  of  strategic  business  partner. 
“The  role  of  IT  as  a  strategic  partner,  especially  when  I 

was  CIO  in  the  1990s,  was  not 
entirely  the  norm,”  she  says. 
“Today  I  think  it’s  clear  that 
no  company  [can  succeed] 
without  defining  a  role  for  IT 
and  how  IT  can  operate  within 
that  role  to  improve  business 
strategy.  Drugstore.com’s  IT 
team  is  a  strategic  partner  in 
our  e-commerce  business.  The 
business  works  closely  with  IT 
to  identify  top  priorities  and  to 
analyze  the  ROI  of  initiatives 
based  on  revenue,  profitability 
and  customer  satisfaction.” 

Lepore  recently  spoke  with 
contributing  writer  Matt  Vil- 
lano  about  how  her  past  IT 
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experience  helps  her  analyze  and  evaluate  business 
decisions. 

CIO:  Is  drugstore.com  a  technology  company  or  a  retail 
company?  And  what  does  your  answer  tell  us  about  the 
role  of  IT? 

Dawn  Lepore:  When  I  got  to  the  company,  that  was  a  rag¬ 
ing  debate.  I  could  answer  that  question  the  first  day  I  was 
there.  We’re  a  retail  company  where  technology’s  abso¬ 
lutely  critical. 

There’s  a  subtle  difference  in  whether  you  think  of 
yourself  as  a  retail  company  or  a  technology  company. 
That  doesn’t  mean  that  the  technology  organization  is  not 
crucial  to  our  success.  It  is  absolutely  crucial.  But  if  you 
understand  that  we’re  a  retail  company  first— that  tech¬ 
nology  needs  to  be  used  to  enable  e-commerce  and  enable 
our  customers  to  shop— you  look  at  technology  slightly 
differently. 

As  I  learned  when  I  came  aboard,  the  world  of  retail  is  a 
world  of  razor-thin  margins.  The  good  news  is  that  keeps 
us  on  our  toes;  we  have  to  watch  every  penny.  The  bad 
news  is  that  we  can’t  really  make  mistakes.  It’s  very  hard  to 
make  big  investments  that  don’t  pay  off.  Companies  which 
have  higher  margins  can  make  three  or  four  bets,  spend  a 
fair  amount  of  money  and  then  decide  which  one  works. 
We  have  to  be  a  little  more  cautious  in  where  we  make  bets 
[with  IT]  and  how  we  do  that. 

Separately,  being  an  e-commerce  company  presents 
some  unique  challenges.  With  other  types  of  businesses, 
customers  can  have  multiple  ways  of  experiencing  you. 
With  our  business,  the  only  experience  our  customers 
have  of  us  is  through  the  website.  That  puts  an  added 
burden  on  us— a  burden  to  maintain  a  positive  experi¬ 
ence  all  the  time.  We’re  not  perfect,  but  hopefully  we  can 
be  over  time. 

How  is  turning  around  a  company  different  from  jump- 
starting  an  IT  department  as  you  did  at  Schwab? 

There  are  a  number  of  differences.  The  scale  is  certainly  a 
little  bigger.  Also,  because  we’re  a  public  company,  I  must 
be  accountable  to  our  shareholders,  which  is  something 
I  didn’t  have  to  worry  as  much  about  at  Schwab  because 
I  was  running  the  IT  department.  When  people  have  put 
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the  industry  again,  this  time  in  quad-core. 


The  new  Quad-Core  AMD  Opteron™  Processor  delivers  much  more  than  just  four  cores. 


Q  Industry-leading  performance-per-watt.  For  industry-leading  savings.  ||§  Optimal  virtualization  technology. 
For  getting  the  most  out  of  every  server.  01  Consistent  architecture,  consistent  power  and  thermal  envelopes.  For 
superior  investment  protection.  Native  quad-core  with  Direct  Connect  Architecture.  For  a  whole  new  level  of 
performance.  But  don’t  just  take  our  word  for  it.  Feel  free  to  explore.  Visit  www.amd.com/quadcore 
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reflect  results  published  On  www.spec.org  as  of  Aug  28,  2007.  For  the  latest  results  visit  http://www.spec.org/cpu2006/results/ 
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Anniversary  ”  view  from  the  top 


“It ’s  a  challenge  for  IT  organizations  to  remember  that  the  customer 
is  really  the  center  of  things  and,  as  we  act,  to  ask  ourselves  what 
our  efforts  are  going  to  be  like  from  a  customer  experience.” 


-DAWN  LEPORE 


money  into  your  company  and  they’re  depending  on  you 
to  lead  a  team  to  turn  the  company  around  and  deliver  on 
their  investments,  there’s  a  huge  sense  of  responsibility 
that  goes  along  with  that.  And  I  definitely  feel  that  every 
single  hour  of  every  single  day.  It’s  not  really  something  I’d 
say  I  focused  on  as  heavily  as  a  CIO. 

Of  course  there  also  are  lots  of  similarities.  The  idea  of 
having  to  take  a  step  back,  look  at  where  you  are  today  and 
take  a  real  strategic  assessment  of  what  are  the  strengths, 
what  are  the  weaknesses,  what  are  the  changes  that  need 
to  be  made— that’s  all  the  same.  Really,  both  situations  are 
a  lot  about  leading  change  and  a  lot  about  making  the  right 
strategic  decisions,  having  the  right  people  in  the  right  jobs 
and  building  the  right  culture. 

I  always  strive  to  do  my  job  while  staying  true  to  two 
personal  values— managerial  courage  and  generosity 
of  spirit. 

What  has  been  your  biggest  challenge  so  far? 

One  of  the  things  that’s  always  challenging  when  you 
come  into  a  company  to  turn  things  around  is  to  respect 
the  past  and  the  team  that  got  you  where  you  are,  but  at 
the  same  time  be  very  objective  about  what’s  working 
and  what’s  not,  what’s  good  about  the  strategy  and  what 
has  to  change.  It’s  a  balancing  act,  because  you  want  to  be 
respectful  and  supportive  of  the  people  who  built  the  com¬ 
pany  to  the  point  where  you  joined  it.  They  put  their  heart 
and  soul  into  it.  They  made  the  best  decisions  they  knew 
how  to  make. 

Another  big  challenge  is  always  keeping  the  customer 
in  mind  as  we  make  changes  to  the  way  we  do  things.  I’m 
on  our  site  every  day  trying  to  gauge  what  the  customer 
experience  is  like.  It’s  constantly  a  challenge  for  IT  organi¬ 
zations  to  remember  that  the  customer  is  really  the  center 
of  things  and,  as  we  act,  to  ask  ourselves  what  our  efforts 
are  going  to  be  like  from  a  customer  experience.  That  was 
the  case  at  Schwab,  and  because  of  the  situation  we’re  in, 
focusing  on  customers  is  even  more  the  case  now. 

How  does  your  experience  as  a  CIO  influence  how  you 
communicate  your  expectations  to 
Luke  Friang,  drugstore.com’s  vice 
president  and  CIO? 

There  are  positives  and  negatives 
about  me  coming  into  the  CEO  posi¬ 
tion  with  experience  as  a  CIO.  The 


CIOs  as  CEOs 


positive  is  that  I  truly  understand  how  hard  his  job  is.  I 
truly  understand  the  challenges  he’s  dealing  with  because 
I’ve  lived  them.  The  flip  side  is  that  in  some  ways  that 
makes  me  even  more  demanding  because  I  know  what  the 
issues  are.  I’m  going  to  ask  an  awful  lot  of  detailed  ques¬ 
tions  just  because  I’ve  got  experience. 

When  I  was  CIO  at  Schwab,  one  of  the  things  that  I 
know  my  CEO  appreciated  is  that  I  never  emotionally 
blackmailed  him.  I  never  said,  “Oh,  well,  I  can  cut  costs 
but,  you  know,  in  exchange  we’ll  have  to  lose  X,  Y  and  Z.” 
And  the  good  news  is  that  my  CIO  never  does  that,  either. 

Luke  understands  that  everything  is  a  business  deci¬ 
sion.  He  gets  that  the  business  case  can  be  about  enabling 
future  change,  lowering  cost  structure,  keeping  our 
technology  innovative  or  just  about  anything,  as  long  as 
it’s  expressed  in  terms  of  business  value.  He  sees  that  he 
can’t  just  walk  in  and  say,  “Well,  you  have  to  trust  me.” 
That  makes  the  decision-making  process  for  IT  invest¬ 
ments  easier. 

So  what  do  you  look  at  when  you  evaluate  purchasing 
decisions? 

We’ve  recently  implemented  drop  shipping  [so  that  inven¬ 
tory  is  maintained  by  the  company’s  wholesalers].  We 
put  in  a  new  internal  search  tool  [for  customers  to  search 
the  site].  We  also  implemented  a  new  prestige  beauty  site, 
Beauty.com,  which  is  a  key  part  of  our  strategy  to  refo¬ 
cus  on  profitability  by  selling  products  with  the  highest 
margins.  Down  the  road,  we’re  looking  at  a  major  invest¬ 
ment  in  terms  of  rewriting  a  piece  of  our  platform— if  the 
technologists  decide  it  is  more  cost  effective  to  move  from 
proprietary  software  to  an  off-the-shelf  package.  As  we 
evaluate  all  of  these  projects,  we’re  looking  at  how  they  are 
going  to  support  things  like  revenue  growth,  cost  reduc¬ 
tion,  retention  of  employees  and  speed  to  market. 

We’re  also  looking  at  all  kinds  of  [new]  technology. 

But  the  argument  that  people  don’t  like  working  on  old 
technology  doesn’t  fly.  For  us,  it’s  got  to  be,  “Here’s  the 
investment.  Here’s  why  it  makes  sense.  Here’s  the  payback. 
And  here  are  the  specific  benefits.”  At  the  end  of  the  day, 
everything  we  do  must  be  tied  to  the 
customer. 


CIOs  increasingly  are  aiming  at  the  CEO 
job.  Read  more  about  WHAT  CEOS  THINK 
at  www.cio. com/article/121600 

cio.com 


Matt  Villano  is  a  freelance  writer  based 
in  Healdsburg,  Calif.  To  comment  on  this 
story,  e-mail  letters@cio.com. 
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Sidestep  the  obstacles  of  remote  connectivity 
with  BroadbandAccess  Built-In  from  Verizon  Wireless. 


In  the  world  of  IT,  obstacles  are  unavoidable — except  for  the  avoidable  ones.  Take 
remote  connectivity,  for  instance.  With  Verizon  Wireless  BroadbandAccess  Built-In, 
you  can  give  your  company  secure,  high-speed  wireless  access  to  the  Internet, 
corporate  files,  company  networks,  and  VPNs  anywhere  on  America's  most  reliable 
wireless  broadband  network  without  the  need  for  PC  cards  or  hotspots. 

To  learn  more,  visit  www.verizonwireless.com/BUILTIN. 

Now  available  from  these  leading  notebook  manufacturers: 

D0U  max  fenovo 


Panasonic 

|  TOUGHBOOK  |  TOSHIBA 


FREE  3-DAY  TRIAL 

-  ANDUPTO  - 

$100  MAIL-IN  REBATE 

with  two-year  activation  on  a  BroadbandAccess  plan.* 


VeriZOn  wireless 


"  Rebate  available  on  select  notebooks  from  participating  suppliers  equipped  with  Verizon  Wireless  BroadbandAccess  Built-In.  Offer  good  on  accounts  activated  through  1 2/3 1  /07,  with  continuous  service  for  at  least  30  days  Rebate 
takes  up  to  8  weeks.  Activation  fee/line:  $35  ($25  for  $59.99  BroadbandAccess  plan).  Offer  not  available  on  federal,  state,  or  local  government  lines  of  service  Cannot  be  combined  with  other  offers  BroadbandAccess  service  is  available 
to  more  than  210  million  people  in  245  major  metropolitan  areas  and  194  primary  airports  in  the  U.S.  Network  details  and  coverage  maps  at  www  verizonwireless.com.  See  www  verizonwireless.com/bestnetwork  for  details. 

©2007  Verizon  Wireless.  All  Rights  Reserved  Verizon  Wireless  is  a  registered  trademark  of  Verizon  Trademark  Services  LLC.  All  other  trademarks  are  the  property  of  their  respective  owners. 
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FROM  SILOS  TO  PROCESS' 
DRIVEN  AND  SERVICE' 
ORIENTED  INTEGRATION 

Enterprises  Move  Toward  Holistic  Approach 


ORGANIZATIONS 
THAT  ACHIEVE 
THE  MOST 
SUCCESS  LOOK 
ACROSS  THE 
BUSINESS  AND 
IDENTIFY  KEY 
BUSINESS 
PROCESSES. 


Think  liquid. 


Custom  Solutions  Group 


Andres  Carvallo  faced  a  common  challenge  as 

CIO  in  a  public  utility.  Although  a  central  IT 
organization  existed  at  Austin  Energy,  it 
ultimately  comprised  six  stand-alone  com¬ 
panies  with  their  own  IT  silos.  The  energy  provider 
battled  with  system  and  process  redundancy  as 
employees  performed  tasks  multiple  times  without 
awareness  of  one  another. 

“People  in  IT  silos  make  great  decisions  for 
themselves  and  buy  great,  best-of-breed  solutions 
for  themselves,  but  a  lot  of  those  decisions  don’t 
have  the  requirements  and  the  understanding  of 
the  needs  of  the  enterprise  as  a  whole,”  Carvallo 
says.  “As  time  goes  by,  IT  solutions  pile  on,  and  the 
cost  of  maintenance  between  those  systems 
becomes  a  real  challenge.” 

In  moving  toward  a  holistic  approach,  Carvallo 
first  focused  on  building  a  service-oriented  archi¬ 
tecture  (SOA)  at  Austin  Energy  that  leverages  lega¬ 
cy  systems  while  powering  new  systems  built  on 
new  open  standards,  including  cutting-edge  Web 
2.0  tools.  The  big  payoff,  in  terms  of  successfully 
eliminating  those  silos,  came  when  the  organiza¬ 
tion  centralized  IT,  centralized  purchasing,  and 
built  IT  governance  with  steering  committees  and 
technical  councils. 

After  four  and  a  half  years,  Carvallo  says, 
Austin  Energy  is  gaining  corporate  speed  with  the 
enterprise  moving  in  the  same  direction.  What  used 
to  take  two  years,  for  example,  now  is  accom¬ 
plished  in  one. 

“Because  of  the  benefit  of  standardization, 
everybody  has  an  understanding  of  what  goes  in 


and  what  goes  out  with  transparency  and  visibili¬ 
ty  across  the  whole  enterprise,"  Carvallo  says. 
“SOA  gives  you  the  ultimate  advantage — it’s  cus¬ 
tomer  driven,  it’s  all  about  business  process  inno¬ 
vation,  and  it  allows  you  to  maintain  your  invest¬ 
ments  in  infrastructure.” 

Companies  wanting  to  create  an  agile  IT 
enterprise  can  follow  several  best  practices. 
Bruce  Graham,  senior  vice  president,  worldwide 
consulting,  global  and  enterprise  accounts  at 
BEA  Systems,  advises  to  think  more  at  an  enter¬ 
prise  level.  Organizations  that  achieve  the  most 
success,  he  says,  look  across  the  business  and 
identify  key  business  processes.  This  perspec¬ 
tive  enables  them  to  understand  where  to  make 
incremental  investments  and  get  the  most  out 
of  their  IT  strategy. 

SOA  and  business  process  management 
(BPM)  are  two  of  the  most  talked  about  business 
initiatives.  They  not  only  help  organizations  create 
value  from  existing  investments  but  also  help 
achieve  new  levels  of  business  and  IT  agility 
through  flexibility  and  lower  cost  structures.  In 
addition,  social  networking  applications  play  a  crit¬ 
ical  role  in  implementing  an  SOA  environment.  By 
delivering  information  and  services  to  multiple 
audiences,  these  technologies — blogs,  wikis,  pod¬ 
casts  and  RSS — help  turn  SOA  into  a  participant- 
oriented  architecture,  putting  the  user  at  the  cen¬ 
ter  of  each  experience. 

“These  new  technologies  will  contribute  signifi¬ 
cantly  when  people  have  an  idea  of  how  they  will 
empower  end  users  to  do  their  jobs,”  Graham  says. 


For  more  information:  To  learn  more  from  experienced  CIOs  in  the  trenches — including  Gregor  Bailar  at 
Capital  One,  Gene  Doody  at  the  City  of  Richmond  and  Andy  Baer  at  Comcast — download  the  white  paper 
“Integrating  and  Transforming  the  Enterprise”  at  www.cio.com/whitepapers/bea.  These  top  IT  executives 
share  their  insights  and  experiences  in  moving  from  siloed  applications  to  an  overarching,  holistic  approach. 
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The  story  of  the  past  20  years  of  technology  has  been  all  about 
connectingthe  dots— between  devices,  data  and  people 

Throughout  the  late  1980s,  microcomputers  had  been  understood  as  toy  versions  of 
mainframes  and  minis;  they  were  standalone  devices  that  attacked  problems  with 
processing  cycles.  In  the  quaint  locution  of  the  day,  they  were  “artificial  brains.”  Gradu¬ 
ally,  the  devices  acquired  a  different  function.  They  became  smart  links,  machines  that 
connected  devices,  data  and  people.  They  went  from  being  computing  machines  to  connection 
machines.  Much  of  the  history  of  the  last  20  years  can  be  written  in  terms  of  who  got  this  and 
who  did  not. 

1987 
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8530  PS/2: 

good  product, 
wrong  idea 
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IBM’s  rollout  of  its  PS/2  microcomputer  came  on _ —  _ 

two  levels,  both  news.  The  ads  raved  about  the  classy  E  — ~  E~rE 

technical  specs:  a  blazingly  fast  internal  architec-  = - =  T  = 

ture,  plug-and-play  BIOS,  keyboard  and  mouse  interfaces  that  are  still 
in  use  today  (and  are  still  called  the  PS/2  interface)  and  a  floppy  disk 
format  (1.44M)  that  was  so  good  it  lasted  as  long  as  the  technology. 

The  analysts  saw  a  different  message:  IBM  had  decided  to  shoo  the 
children  away.  Where  the  PC  had  been  wide  open,  the  PS/2  was  buttoned 
tight.  Every  aspect  of  it  was  proprietary,  including  the  operating  system. 
Businesswise,  the  job  of  the  PS/2  was  to  yank  the  rug  out  from  under  both 
the  clone  manufacturers  and  that  upstart,  Microsoft. 
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There  was  no  reason  to  bet  against  IBM.  It  had  the  classiest 
brand,  an  immense  promotional  budget  and  some  of  the  best 
engineers  in  the  world.  Yet,  incredibly,  after  several  years  of  very 
expensive  triage,  the  PS2  initiative  crashed  and  burned.  The  fail¬ 
ure  was  a  body  blow  to  IBM  and  its  standing  in  the  industry. 

What  went  wrong?  The  fingers  of  blame  pointed  in  every 
direction  (silly  ads,  pricing),  but  the  truth  is  the  PS2  was  the 
wrong  product  for  a  market  coalescing  around  connectivity.  Siz¬ 
zling  performance  is  nice  but  not  essential  in  a  connector  because 
performance  is  measured  against  the  entire  system,  not  any  one 
part.  Blatant  assertions  of  ownership— this  is  my  toy— threatened 
compatibility,  the  key  virtue  in  a  connection  machine. 

IBM  failed  to  understand  the  important  difference  between 
a  connection  machine  and  a  computing  machine.  And  it  paid 
the  price. 


Anniversary  »  time  line 


ragg  McGill's  Old  occurred  to  their  owners  that  it  would  be 
Chancellor  Day  Hall,  neat  to  be  able  to  hook  everybody’s  micro 

Archie  s  birthplace  together  (and  to  the  main  system). 

With  every  passing  year,  the  amazing 
power  of  connectivity  was  becoming  more  evident.  At  least  in 
theory,  every  device  you  plugged  into  the  network  inherited  the 
assets  and  resources  of  every  other  machine  on  that  net.  In  1980, 
the  coinventor  of  Ethernet,  Bob  Metcalfe,  took  a  stab  at  quantify¬ 
ing  the  gains  to  networking  by  proposing  a  law  that  the  utility 
of  a  network  went  up  with  the  square  of  the  devices  connected 
to  it.  While  people  did  and  do  argue  over  whether  Metcalfe  got 
the  exponent  precisely  right,  nobody  doubts  that  he  nailed  the 
spirit  of  the  thing. 

But  getting  stability,  predictability  and  compatibility  out  of  a 
grab  bag  of  machines,  themselves  in  constant  flux,  was  not  easy. 
Novell  had  been  working  on  the  problem  since  1983.  By  1989 
enough  hair  had  been  trimmed  from  the  software  that  people 
of  reasonable  skill  could  use  it.  Netware  3  was  networking  for 
the  rest  of  us,  plus  it  was  optimized  for  Intel’s  very  popular  386 
processor.  As  this  combo  spread  throughout  the  world  it  took 
with  it  the  gospel  of  connectivity,  leaving  hosts  of  beleaguered 
CIOs  struggling  to  migrate  their  systems  from  the  quiet  world 
of  host/terminal  to  the  mosh  pit  of  client/server  LANs. 
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NeXT  and  OOPs 

The  connectivity  story  continued  with  Steve  Jobs’s  NeXT.  When 
you  bought  a  NeXTCube,  you  got  a  piece  of  great  (but  completely 
closed)  hardware  (which,  of  course,  looked  totally  cool)  and  an 
operating  system  built  around  a  programming  philosophy  new 
to  micros:  Object  Oriented  Programming  (OOP). 

Where  traditional  programming 
focused  on  logical  operations  (com¬ 
puting),  OOP’s  great  strength  was  the 
management  of  categories  or  classes, 
including  hierarchies  of  classes.  This 
made  it  possible  to  write  programs 
that  pulled  more  kinds  of  things 
(humans,  structures,  classes,  data) 
into  a  given  computing  environment 
without  forcing  the  programmer  to 
rewrite  these  environments  from 


[EEm  Steve  Jobs’s 

NeXTCube  scratch.  OOP  was  a  programming 

language  for  connection  machines. 
The  totally  cool  but  closed  hardware  totally  failed,  while  OOP 
went  on  to  become  bigger  than  the  NeXT  computer  itself  could 
have  ever  been.  Today,  many  important  computing  lan¬ 
guages  (Java,  C++,  PERL,  SmallTalk,  among  others) 
come  with  an  OOP  toolbox. 

1989 
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Netware  3 

The  first  customers  of  micros,  largely  programmer  types, 
found  ways  to  use  their  new  toys  on  the 
job.  As  collections  of  these  machines 
aggregated  at  various  institutes 
and  centers,  the  idea  inevitably 
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Archie 

In  the  early  years  of  the  Internet,  the  connection  between  users  and 
resources  was  quite  informal.  If  A  wanted  a  specific  kind  of  file  or 
program,  he  asked  around,  hoping  that  someone  had  seen 
something  like  that  somewhere  and  remembered  the 
address.  If  B  wrote  a  cool  program  that  she  thought 
others  might  like,  she  tried  to  find  ways  to  spread 
the  news.  This  was  not  ideal,  but  in  the  early  days 
of  the  Net  everybody  knew  everybody  else  (practi¬ 
cally),  so  the  problem  was  not  acute. 

But  by  1990,  the  community  was  expanding 
rapidly  and  finding  stuff  was  getting  harder. 
That  year  three  McGill  students,  Alan 
Emtage,  Bill  Heelan  and  Peter  J. 
i  Deutsch,  attacked  the  problem  with 
a  program  they  called  Archie  (from 
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Alternative  Thinking  About  Business  And  Technology 

Alternative  thinking  is  recognizing  that  information 
technology  is  now  business  technology,  and  there's 
no  going  back. 

It's  realizing  the  proper  role  of  technology  in  this 
era  is  not  just  to  be  safe  and  steady  and  reliable, 
but  to  spur  the  business  to  compete  aggressively, 
imaginatively  and  daringly. 

It's  demanding  that  technology  be  judged  not  by 
arcane  technical  benchmarks,  but  by  business 
metrics.  (HP  will  help  you  meet  them.) 

It's  working  with  HP  to  ignite  innovation,  demand 
simplicity,  kill  complexity  and  enforce  efficiency 
to  get  to  market  before  competitors  even  know 
what's  coming. 

Technology  for  better  business  outcomes, 
hp.com/alt 


Collaboration  With  A  Single  Objective 
(For  Example,  Dominating  Your  Competition). 

Alternative  thinking  is  acknowledging  that  IT  is  no  longer  merely 
a  cost  center,  but  the  lifeblood  of  the  business. 

It's  partnering  with  over  69,000  HP  Services  people  who  not  only 
understand  this  fundamental  shift  in  IT,  but  also  had  a  hand  in 
writing  it. 

It's  a  human  face  you  can  rely  on  to  liberate  your  IT  people,  setting 
them  free  to  drive  innovation  in  the  marketplace.  (Viva  la  brains.) 

It's  demanding  hard,  cold  business  metrics  and  working  with 
HP  Services  to  reach  them. 
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ALTERNATIVE  THINKING  ABOUT  VIRTUALIZATION: 


Build  In  Cohesive  Maneuverability. 

(Translation:  Dare  Anyone  To  Keep  Up  With  You.) 

Alternative  thinking  is  pushing  the  boundaries  of  virtualization  beyond 
servers  and  doing  the  same  thing  with  your  entire  network,  really. 

It's  deciding  on  a  whim  (i.e.,  strategic  initiative)  to  add  blades,  move 
a  server  or  reconfigure  everything — without  touching  a  single  cable. 

It's  combining  the  power  and  maneuverability  of  virtualization  with  an 
HP  BladeSystem  to  create  the  competitive  edge  to  do  what  you  want  to 
do  in  business — win. 


It's  demanding  hard,  cold  business  metrics  and  working  with  HP 
to  reach  them. 
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ALTERNATIVE  THINKING  ABOUT  SOFTWARE: 
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Alternative  thinking  is  designing  software  that  makes  your  technology 
a  slave  to  your  business,  not  the  other  way  around. 

It's  combining  foresight,  flexibility  and  control  to  encourage  unyielding 
innovation  and  merciless  productivity. 

It's  locking  down  requirements,  testing  ahead  of  time,  monitoring 
after  implementation  and  automating  cumbersome  processes 
(earning  a  few  well-deserved  pats  on  the  back  along  the  way). 

It's  demanding  hard,  cold  business  metrics  and  working  with  HP 
to  reach  them. 
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Nominees  should 
currently  be  top  IT 
lieutenants— but  not 
yet  full-fledged  CIOs. 

Visit  www.cio.com/cio-awards/ones-to-watch/ 

today  to  apply. 


Candidates  will  be  nomi¬ 
nated  by  their  CIO  based  upon 
the  characteristics  identified  in 
the  application  at  www.cio 
.com/cio-awards/ones-to- 
watch/.  Candidates  may  also 
nominate  themselves  or  be 
nominated  by  another,  but  all 
nominations  must  be  endorsed 
by  a  CIO. 

A  panel  of  leading  CIOs 
will  judge  the  nominees  and 
choose  the  winners,  who 
will  be  featured  in  a  special 
May  2008  issue  of  CIO. 


Presented  by  CIO  magazine  and  the  CIO  Executive  Council 


Winners  will  also  be 
honored  at  the  fourth  annual 
CIO  Leadership  Conference 

to  take  place  May  18-20, 2008, 
at  the  Sheraton  Boston  Hotel. 


CIO  Executive  Council 

The  Professional  Organization  for  CIOs 


Business 

Technology 

Leadership 


Don’t  Be  Late 


We  will  accept 
nominations  from  Sept.  1 
through  Nov.  16.  For  more  about 
this  prestigious  award,  go  to 

www.cio.com/cio-awards/. 
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Anniversary  a  time  line 


“archive”).  Archie  worked  by  sending  a  message  from  your  local 
system  to  each  entry  on  a  list  of  servers,  asking  for  the  public  files 
available  on  that  server.  It  would  then  combine  the  responses  into  a 
single  master  list  on  your  local  system,  which  you  would  then  inter¬ 
rogate  with  “Find”  commands.  Archie  was  crude,  but  it  illustrated 
two  points  about  networking. 

First,  connectivity  is  self-extending;  it  creates  new  objects,  which 
can  themselves  become  subject  to  connectivity.  And  if  you  connect 
A,  B  and  C,  you  can  create  AB,  BC,  AC,  ABC  and  so  on.  These  newly 
created  objects  might  be  more  useful  than  A  or  B  or  C.  The  master 
list  generated  by  Archie  was  the  first  step  in  the  evolution  of  the 
Internet  from  a  network  of  networks  to  a  library  of  resources. 

Second,  on  a  network,  digital  resources  can  be  reused,  over  and 
over,  forever,  at  next  to  no  additional  cost.  Put  a  search  engine  on  that 
network  and  you  allow  this  efficiency  to  scale  without  limit.  This 
fact  would  turn  out  to  have  huge  economic  consequences. 
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Linux 

A  student  at  the  University  of  Helsinki  named  Linus  Tor- 
valds  released  a  half-finished  operating  system,  hop¬ 
ing  that  a  few  hands  might  be  willing  to  help  out.  To 
his  surprise,  he  found  hundreds  and  then  thousands  of 
programmers  willing  and  able  to  work  on  the  program, 
which  he  named  Linux.  As  it  turned  out,  a  large  network 
is  perfect  for  supporting  projects  that  are  themselves 
networks,  projects  made  up  of  pieces  that  can  be  worked 
on  in  isolation  and  then  combined.. .over  the  network.  These  types 
of  enterprises  are  enormously  efficient,  leveraging  small  invest¬ 
ments  in  time  and  energy  by  many  people  into  highly  useful  (and 
usually  free)  tools.  Linux  was  one  of  the  first  of  these  massively 
parallel  collaborations,  but  soon  enough  they  would  sprout  up 
everywhere,  from  cartography  (“mash-ups”)  to  encyclopedias. 
And  the  Web  itself. 


EEI  Linus 
Torvalds  parties 
at  the  University  of 
Helsinki. 
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Mosaic 

Mosaic  was  released  by  the  National  Center  for  Supercomputing 
Applications.  What  Windows  3.1  was  to  the  microcomputer, 
Mosaic  was  to  the  World  Wide  Web.  Together,  they  acted  to  stan¬ 
dardize  the  Internet,  allowing  all  the  3.1  installations  (and  other 
compatible  machines)  to  talk  to  each  other  with  reasonable  levels 
of  predictability  and  stability. 

Metcalfe’s  law  is  not  automatic.  As  networks  grow,  the  potential 
to  do  more  for  less  rises,  but  this  benefit  remains  theoretical  until  the 
network  has  passed  through  a  phase  of  greater  formalization.  As  a 
systems  scientist  might  put  it,  the  standardization  of  the  core  goes 
hand  in  hand  with  differentiation  of  the  edge.  Each  advances  the 
other.  No  better  illustration  of  this  point  exists  than  the  two  episodes 
of  standardization  above,  which  kicked  off  the  immense  flowering 
of  Internet  content  known  as  the  World  Wide  Web. 

As  the  Web  appeared,  seemingly  out  of  nowhere, 
people  became  convinced  that  something  revolutionary 
was  under  way.  CIOs  everywhere  arrived  at  work  to  find  a 
new  item  in  their  job  description:  responsibility  for  getting 
their  company  a  website,  beginning  with  registering  the 
company’s  name  as  a  URL  and  weighing  the  delicate  eth¬ 
ics  of  swiping  those  of  their  more  laggard  competitors. 
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Windows 

In  1992,  Microsoft  finally  got  a  functional 
version  of  its  latest  operating  system  out 
the  door.  Windows  3.1  advanced  the  art  in 
two  ways;  it  was  the  first  version  to  carry  a 
useful  graphics  interface,  allowing  inputs 
and  outputs  to  be  represented  and  altered 
by  manipulating  icons.  And  more  impor- 

_  tant,  Microsoft’s  market- 

EEl  Avery 

young  Bill  mg  power  meant  Jt  went 

Gates  holds  on  desktops  everywhere 

a  Windows  1.0  in  the  world,  becoming  a 

floppy  disk.  de  facto  standard. 


SPAM 


Spam  and  More 

Connectivity,  we  learned,  has  a  dark  side. 

In  1994,  two  lawyers  began  advertis¬ 
ing  their  services  by  posting  to  Usenet 
groups  en  masse.  They  were  widely 
reviled  (their  ISP  revoked  their  access),  though  in  all  fairness, 
someone  was  going  to  walk  through  that  door  sooner  or  later. 
“Green  Card”  spam  (the  villains  were  immigration  lawyers)  was 
the  opening  gun  of  the  age  of  malware  for  profit,  which  eventually 
evolved  into  hundreds  of  flavors  of  spyware,  extortion  schemes, 
Trojan  horses,  key  loggers,  zombies,  phishers,  bots  and  so  on. 
Today  the  average  CIO  probably  spends  more  time  and  energy 
worrying  about  blocking  the  bad  that  networks  can  do  than 
extending  the  good. 
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Convergence 

Israeli  company  VocalTec  announced  Internet  telephony  and  Rea¬ 
lAudio,  streaming  audio.  These  two  announcements  marked  the 
beginning  of  the  great  convergence  carnival. 
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Innovations  by  InterSystems 


Embed  the  fastest  engine. 


For  software  developers  seeking  competitive  advantages,  InterSystems  Cache®  makes 
applications  more  valuable  by  increasing  their  speed  and  scalability,  while  decreasing  hard¬ 
ware  and  administration  requirements.  This  is  the  fastest  database  engine  you  can  put  in 
your  applications,  and  it's  the  only  database  that  gives  you  the  combined  benefits  of 
object  and  relational  technologies.  Thanks  to  its  innovative  architecture,  Cache  spares  Java 
and  .NET  programmers  a  lot  of  tedious  work  by  eliminating  the  need  for  object- 
relational  mapping.  Cache  is  available  for  Unix,  Linux,  Windows,  Mac 
OS  X,  and  OpenVMS  -  and  it  supports  MultiValue  development.  Cache 
is  deployed  on  more  than  100,000  systems  worldwide,  ranging  from  two 
to  over  50,000  users.  Embed  our  innovations,  enrich  your  applications. 
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The  VocalTec  rollout  presaged  the  struggle  that  VoIP  was  about 
to  catalyze  between  telecommunications  and  IT.  The  core  idea  is 
that  someday  soon  the  network  is  going  to  eat  it  all  up— voice, 
music,  video,  news,  data.  Everything  will  be  connected  to  every¬ 
thing  else.  It’s  inevitable,  but  that  doesn’t  make  dealing  with 
the  business,  legal,  political  and  technological  issues  all  this 
raises  any  easier. 


1996 
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The  Dotcoms 

Sun  Microsystems  formed  the  JavaSoft  group  in  order  to  develop 
the  Java  technology.  Java,  a  language  optimized  for  writing  pro¬ 
grams  intended  to  run  over  a  network,  was  (and  is)  a  big  deal,  but 
the  news  of  the  year  was  not  technical  but  cultural.  This  was  the 
year  when  irrational  exuberance  slid  behind  the  wheel,  the  year 
the  dotcom  balloon  broke  free  of  its  moorings  on  planet  Earth. 
Much  of  the  fever  came  from  the  spreading  conviction  that 
old  business  models  were  dying:  Why 
would  anyone  ever  want  to  go  to  a  store 

EE3  Era  of  the  anymore?  How  could  a 
cute  Pets.com  business  compete  if  it  was 

sock  puppet  carrying  the  overhead  of 
a  brick- and-mortar  shop? 
All  this  meant  that  anyone  wanting  a 
return  on  his  investment  had  to  find  a 
place  to  park  it  in  cyberspace.  Some¬ 
where.  Anywhere. 
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ESQ  The  whole,  wide  world 
was  in  his  hands:  Jeff  Bezos, 
CEO  ofAmazon.com. 


1999 
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Wireless  and  Y2K 

Time  magazine  named  Jeff  Bezos 

of  Amazon  its  “Person  of  the 
Year,”  writing  that  “e-business 
is  rapidly  replacing  the  tradi¬ 
tional  kind  for  almost  any  purchase 
you  can  imagine.” 

Also,  on  July  21,  Steve  Jobs  demoed 
the  first  cheap  wireless  modem.  Wire¬ 
less  networking  did  not  take  the  world 
by  surprise.  For  years,  everyone  had 
understood  that  the  need  to  embody 
connectivity  in  physical  wires  was  an 
immense  constraint  on  the  growth  of  networking  (and  a  fatal 
one,  in  the  case  of  mobile  devices).  People  had  been  hammering 
away  at  the  problem  for  at  least  a  decade,  and  a  few  very  expen¬ 
sive  solutions  were  running  here  and  there. 

What  was  different  about  Apple’s  AirPort  was  that  it  was 
cheap  enough  for  mass  adoption.  Over  the  next  several  years, 
wireless  LANs  began  to  crop  up  everywhere.  They  didn’t  nec¬ 
essarily  work  perfectly;  the  technology  came  with  many  head¬ 
aches,  beginning  with  security  and  dependability,  and  CIOs 
were  to  spend  many  hours  hammering  out  the  bugs.  They  did 
not,  however,  do  much  of  that  in  1999,  for  that  year  CIOs  were 
preparing  for  the  imminent  end  of  civilization,  generally  known 
as  the  Y2K  bug. 


2000 
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Distributed  Computing 

Jeff  Lawson  of  Distributed.net  showed  how  the  Internet  could  be  M  i  1 1 0 n H  i 3 1  Chsnge  2nd  Angst 
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used  to  harness  a  very  large  number  of  geographically  dispersed 
microcomputers  to  attack  a  single  problem— in  this  case,  a  ciphertext 
released  as  a  challenge  by  RSA  (with  a  $10,000  prize  attached). 

Today,  distributed  nets  are  being  used  to  solve  problems  in 
protein  folding,  the  search  for  extraterrestrial  intelligence,  finan¬ 
cial  modeling  and  many  other  problems.  Under  the  name  grid 
computing,  the  concept  has  become  a  small  but  important  indus¬ 
try,  offering  companies  needing  lots  of  cycles  a  cheap  alternative 
to  supercomputers. 


1998 
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XML 

XML,  a  markup  language  optimized  for  the  Internet,  supporting 
most  known  human  scripts  and  compatible  across  a  wide  range 
of  languages  and  platforms,  increased  the  power  and  capacities 
of  the  Net. 


First,  Y2K  went  off  without  a  hitch,  proving 
that  luck  is  on  the  side  of  those  smart 
enough  to  be  working  on  well-posed 
problems  and  establishing  ERP 
as  the  way  businesses  organized 
themselves. 

Second,  an  Internet  com¬ 
pany  (Google)  developed  a 
well-grounded  solution  to  the 
problem  of  making  money  over 
the  Net. 

Third,  the  culture  decided 
that  the  Internet  did  not  mean  the 
end  of  business  as  we  had  known 
it,  and  everyone  rose,  stretched  and 
sold  off  their  tech  stocks. 

Good-bye,  Pets.com,  Chipshot.com  and 
the  rest. 
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Your  CEO  will  want  Telepresence. 
Get  in  front  of  it...  Now! 


The  worldwide  leader  in  video  and  voice  is  the  real 

presence  in  telepresence. 


•  100%  standards-based  to  fit  into  your  environment 

•  Simple  to  manage  and  maintain 

•  Low  footprint,  lowest  bandwidth  consumption 

•  Flexible  room  configuration  from  4  seats  to 
28  seats  to  suit  your  application 

•  Patented  EyeConnect™  technology  and  true  stereo  HD  audio 
for  a  more  natural,  fully  immersive  meeting  experience 

•  RealPresence™  Experience  with  up  to  48:9  aspect 

ratio  screen  with  Cinematic  View 

*  POLYCOM' 

TOGETHER,  GREAT  THINGS  HAPPEN. 


I  - 


www.polycom.com/rpx/cio 
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Blogs 

People  had  been  writing  diaries  on  the  Net  for  years,  but  the  form 
had  never  taken  off.  In  the  late  1990s,  editors  appeared  with 
several  subtle  enhancements,  including  browser-based  web¬ 
site  editing,  comments,  permalinks,  blogrolls  and  trackbacks. 
These  fixes  turned  Web  diaries  into  blogs,  and  by  2001  blogs  had 
become  one  of  the  great  networking  phenomena  of  the  age. 

The  development  of  blogs  illustrates  a  subtle  point  about  con¬ 
nectivity.  Conventional  measurements  of  networks  count  nodes 
and  bandwidth,  but  connectivity  has  at  least  a  third  dimen¬ 
sion:  adaptedness.  Every  object  in  a  network  has  a  trajectory  of 
enhancements  that  allow  it  to  work  better  and  do  more  in  a  net¬ 
worked  environment.  One  of  the  several  ways  in  which  connectiv¬ 
ity  is  self-extending  is  that  it  provides  an  environment  that  selects 
for  greater  adaptivity  to  networking.  As  objects  move  down  this 
path  and  as  they  mature,  connectivity  surges,  even  if  nodes  and 
bandwidth  stay  the  same...which,  of  course,  they  never  do. 


02 


Sarbanes-Oxley 

A  number  of  accounting  scandals  from  leading-edge  tech  compa¬ 
nies  (Enron,  WorldCom,  and  the  like)  led  to  legislation  designed 
to  remake  the  financial  reporting  practices  of  public  companies 
from  top  to  bottom.  While  Sox,  as  the  act  came  to  be  known, 
explicitly  targeted  the  behaviors  of  CEOs  and  CFOs,  it  probably 
changed  the  lives  of  CIOs  as  much  or  more. 

Sox  required  that 


every  act  in  a  company’s 
financial  life  be  docu¬ 
mented  and  that  every 
document  be  auditable, 
forcing  CIOs  to  super¬ 
vise  a  massive  increase 
in  documentation  and  in 
the  control  of  that  docu¬ 
mentation.  Change  man¬ 
agement,  in  particular, 


Enron  founder, 
the  late  Ken  Lay, 
escorted  from  federal 
court  after  he  was 
convicted  on  all 
charges  in  his  fraud 
and  conspiracy  and 
bank  fraud  trials. 


went  from  something  the  CIO  could  do  on 
his  or  her  own  in  an  afternoon  (for  reasons 
best  known  to  the  CIO)  to  an  agenda  item 
for  the  Change  Management  Committee. 

The  scary  part  is  that, 
given  how  integrated  IT 
has  become  with  financial 


On  the  other  hand,  CIOs  are  now  right  at  the  heart  of  the  enter¬ 
prise.  The  bean  counters  used  to  complain  that  IT  was  all  cost 
and  no  benefit.  Thanks  to  Sox,  IT  can  now  point  to  a  benefit  the 
most  obtuse  bean  counter  is  likely  to  appreciate:  keeping  him 
out  of  jail. 


2003 
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Virtualization 

Imagine  you  have  two  (or  more)  IT  objects,  A 
and  C.  You  want  to  hook  A  and  C  together 
so  they  can  send  signals  to  each  other.  Alas, 
they  are  incompatible,  perhaps  because 
they  come  from  different  manufacturers. 

Virtualization  is  the  business  of  making  a 
third  object,  B,  that  you  slip  between  A  and 
C  to  fool  each  of  the  original  objects  into 
thinking  the  other  is  speaking  its  own  language,  creating  compat¬ 
ibility  where  before  there  was  none. 

The  IT  objects  could  be  anything  at  all:  servers,  operating 
systems,  routers,  applications,  hard  disks,  caches,  whatever. 
Virtualization  allows  you  to  hook  anything  up  to  anything  else 
and  force  the  combo  to  work  harmoniously. 

Starting  in  1999,  a  company  named  VMware  committed  itself 
to  the  technology.  The  early  years  were  slow.  People  complained 
that  everything  had  to  be  done  twice  (first  by  A  or  C  and  then  by 
B),  which  meant  that  everything  took  twice  as  many  cycles  and 
burned  up  twice  as  many  resources.  The  process  added  complexity. 
But  by 2003,  the  world  was  beginning  to  understand  how  versatile 
and  powerful  a  solution  this  was.  One  of  the  signs  of  this  dawning 
comprehension  came  at  the  end  of 2003 when  EMC,  a  huge  storage 
company,  bought  a  big  piece  of  VMware.  In  2007,  VMware  went 
public  and,  in  a  generally  listless  market,  had  the  biggest  tech  stock 
debut  since  Google.  Virtualization  had  arrived. 
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Playing  With  Time 


reporting,  if  a  CEO  or  CFO 
were  to  be  indicted  for  Sox  violations,  the  CIO  is 
at  risk  of  being  sucked  into  the  same  prosecu¬ 
tion,  as  a  coconspirator. 


Find  the  1987-2007  TECH 
TIME  LINE  and  offer  your  own 
opinions  at  www.cio.com/ 
special/20th_anniversary/. 

cio.com 


2004 
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ERP  Hangover 

In  2004  (or  thereabouts),  enterprise  resource  planning  (ERP), 
fell  off  the  hype  cliff  and  (perhaps  this  is  the  fairest  way  to  put  it) 
became  subject  to  the  net  of  its  positives  and  its  negatives. 

ERP  is  the  art  of  framing  a  single  formal  definition  for  every 
object  and  act  in  a  company  so  that  everything  can  be  managed 
together,  top  down.  For  instance,  pre-ERP,  each  department  or 
division  in  a  company  usually  defined  the  term 
“employee”  differently.  These  differences  might 
be  tacit  and  hard  to  define  and  perhaps  not  even 
known  to  top  management,  but  they  would  usu¬ 
ally  matter.  Once  ERP  came  to  that  company, 
“employee”  would  mean  the  same  everywhere, 
and  every  aspect  of  that  identity  would  be 
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LURKING  IN  THE  EMPTINESS  THAT  MAKES  UP  70%  OF  YOUR  SERVER  STACKS. 
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Discover  SUSE*  Linux  Enterprise  Server  10  from  Novell®.  Infrastructure  for  innovation!" 

It’s  the  infrastructure  you  need  to  harness  the  innovation  you’re  losing  managing  server  sprawl.  With  built-in 
virtualization,  advanced  clustering  capabilities  and  more  enterprise  applications,  all  fully  secure  and  fully 
supported,  SUSE  Linux  Enterprise  Server  10  makes  consolidating  servers  easy  and  affordable.  So  you  can 
fill  fewer  servers  with  more  performance.  Just  one  more  piece  of  the  Open  Enterprise:  all  the  infrastructure 
it  takes  to  innovate. 


Innovate  today  at  www.novell.com/linux 


Novell. 

This  Is  Your  Open  Enterprise" 


Copyright  ©2006  Novell,  Inc.  All  rights  reserved.  Novell,  the  Novell  logo,  and  SUSE  are  registered  trademarks  and  This  Is  Your  Open  Enterprise  and  Infrastructure  tor  innovation  are  trademarks  ot  Novell. 
Inc.  in  the  United  States  and  other  countries.  “Linux  is  a  registered  trademark  ot  Linus  Torvalds.  All  third-party  trademarks  are  the  property  of  their  respective  owners. 
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explicit  and  transparent.  There  would  be  one  database  for  the 
entire  company  and  one  interface  to  that  database.  A  manager 
setting  policies  for  “employees”  would  know  exactly  what  he  or 
she  was  doing.  ERP  is  an  instrument  for  bringing  companies  to 
a  higher  degree  of  integration. 

The  great  virtue  of  ERP  lies  in  how  well  it  supports  compli¬ 
ance  with  company  wide  policies.  A  given  change  just  radiates 
across  the  company  with  every  division  learning  about  it  at  the 
same  time  and  in  the  same  way.  In  the  case  of  Sarbanes-Oxley, 
which  mandates  a  specific  framework  for  financial  reporting, 
ERP  seems  essential  to  getting  to  compliance  at  all. 

All  good.  However,  as  experience  with  the  technology  accu¬ 
mulated,  downsides  swam  into  view,  among  them  a  loss  of  flex¬ 
ibility  and  weakest-link  exposure  risks— if  one  department  enters 
information  inaccurately  or  imprecisely,  everybody  suffers.  There 
were  others. 

ERP  is  connectivity  taken  to  the  extreme,  and  while  the  pro¬ 
gram  has  applications  that  are  useful,  it  also  teaches  that  there 
are  limits.  Connectivity  is  not  the  solution  to  all  problems. 

Sometimes  it  is  even  best  avoided. 


2005 

iiiiiiiiiiiil^liini 


Multicore  Processors 

AMD,  the  microprocessor  manufacturer,  announced  the  first  multi¬ 
core  microprocessor.  Shortly  thereafter,  Intel  follows  suit. 

Multicore  computing  is  understood  as  a  new  solution  to  the 
problem  of  improving  processor  performance,  but  it  might  be 
much  more  than  that. 

For  decades,  computer  scientists  have  known  there’s  an  alter¬ 
native  to  traditional  computing:  having  many  processors  work¬ 
ing  on  the  same  problem  at  the  same  time.  But  programming  for 
parallel  processing  is  hard  and  that  difficulty  has  discouraged 
us  from  exploring  that  technology. 

Truth  is,  we  never  really  had  to  go  there  because  single  proces¬ 
sors  got  faster  so  quickly,  we  never  really  needed  an  alternative. 

However,  ironically,  it’s  the  need  for  processor  speed  that  is  now 
forcing  us  to  figure  out  parallel  computing.  The  faster  processors 
run,  the  more  power  they  consume  and  the  more  heat  they  gener¬ 
ate.  Both  of  these  are  limiting  factors.  Because  multicore  gets  its 
edge  by  running  more  processors,  not  faster  ones,  it  allows  the 
core  to  stay  cool  and  energy-efficient.  Many  analysts  expect  multi¬ 
core  to  dominate  processor  design  from  now  on,  with  the  number 
of  connected  cores  per  motherboard  rising  steadily  as  we  get 
better  at  solving  the  programming  problems 
presented  by  this  new  architecture. 

In  a  decade  from  now, 

ESITO  Intel 
Pentium® 


processor 

Extreme 

Edition 


parallel  programming 
will  be  the  standard 
and  we  will  be  closer  to 
matching  the  human 
brain. 


The  Network 

The  growth  in  average  traffic  level  (75  percent)  outpaced  the  growth 
of  capacity  (47  percent)  on  the  world’s  Internet  backbones  for  the 
third  consecutive  year. 

For  the  last  few  decades,  the  engineers  have  done  prodigies  in 
building  track  just  in  front  of  the  advancing  locomotive  of  Internet 
traffic.  But  recently  the  locomotive  has  been  gaining.  We  might  be 
just  a  few  years  away  from  a  new  kind  of  Internet,  one  in  which 
applications  are  triaged  and  bandwidth  is  metered  and  everybody 
has  to  make  do  with  performance  levels  far  below  ideal. 

While  there  are  many  culprits,  the  biggest  appetite  out  there 
belongs  to  video.  (In  March  2007  more  than  100  billion  videos 
were  watched  by  users  in  the  U.S.  alone.  Thank  you,  YouTube.) 
Almost  every  day  brings  news  of  a  new  Internet  video  appli¬ 
cation,  from  movies  on  demand  to  TV-over-IP.  NBC  has  just 
announced  that  it’s  planning  to  use  the  Internet  to  carry  more 
than  2,000  hours  of  Olympics  coverage  next  summer,  and  NBC 
will  not  be  the  only  network  streaming  from  Beijing. 

Comparable  developments  are  unfolding  in  many  enterprises 
as  video  is  used  for  more  functions,  from  videoconferencing  to 
speeches  by  management.  “Bandwidth  rationing”  will  probably 
arrive  even  in  companies  with  10-gigabit  LANs.  You  can  guess  on 
whose  shoulders  the  task  of  imposing  that  rationing  will  fall. 

That’s  right.  The  CIO. 


ESIgl  The  iPhone: 

The  last  word  in  connectivity?  Or  the 
beginning  of  a  new  chapter?  We’ll  see. 
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The  iPhone 

Steve  Jobs  demonstrates  that  he  finally  and  totally  and  conclu¬ 
sively  gets  the  difference  between  machines  that  compute  and 
machines  that  connect.  BE] 


Fred  Hapgood  is  a  Boston-based  freelance  writer.  To  comment  on  the 
history  of  connectivity,  go  to  www.cio.com/special/20th_anniversary/. 
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Business  thrives  face-to-face. 

Daily  nonstop  to  Taipei,  Taiwan  from  San  Francisco. 

Tend  to  your  business  relationships  and  watch  them  grow  when  you  fly  United  to  Taipei.  United  is  the  only  U.S.  airline  to  offer 
the  convenience  of  daily  nonstop  service  to  Taipei  from  the  Bay  Area.  To  book,  visit  united.com/taipeitravel  today. 
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ADVERTISEMENT 


BACKUP  AND  ARCHIVING: 
_ A  PERSPECTIVE  ON  THE  FUTURE 

WHY  MANY  CIOS  ARE  TREATING  BACKUP  AND  ARCHIVING  STRATEGIES 
SEPARATELY — AND  SAVING  BUNDLES  OF  MONEY 


With  an  ever-increasing  focus  on  competition, 
compliance  and  continuity,  the  value  of  data 
backup  and  archiving  has  become  a  no-brainer. 

Data  accessibility — even  in  the  event  of  a  disas¬ 
ter  or  when  the  data  has  been  consigned  to  his¬ 
tory — is  a  must.  But  does  it  make  a  difference 
whether  one  backs  up  or  archives  that  data? 

Yes,  according  to  a  recent  survey  by  IDG  Re¬ 
search  Services,  in  which  more  than  half  of  the 
respondents  say  there  is  a  marked  difference 
between  the  two  strategies. 

“These  innovators  are  deploying  backup  and 
archiving  tools,  sometimes  separately,  some¬ 
times  together,  but  always  informed  by  busi¬ 
ness  value,”  says  Tom  Mackowski,  vice  presi¬ 
dent  of  digital  product  management  for  Iron 
Mountain  Digital.  “And  they’re  saving  money  by 
optimizing  technology  to  their  data  needs.” 

How  does  this  difference  come  to  bear?  For 
starters,  backups  are  for  recovering  data,  with 
respondents  citing  their  top  motivators  as 
disaster  recovery  (92  percent)  and  business 
continuity  (85  percent).  Here,  CIOs  are  most 
concerned  with  how  fast  they  can  recover  data 
and  at  what  point  in  time  they  can  recover  it. 
Archiving,  however,  is  all  about  access  to  data 
over  extended  periods.  Respondents  point 
to  compliance  (77  percent)  and  litigation  risk 
mitigation  (66  percent)  as  their  pain  points.  In 
this  case,  CIOs  are  most  concerned 
with  the  speed  and  granularity  of 
data  access,  especially  as  it  per¬ 
tains  to  litigation  discovery. 

Despite  these  acknowledged  dif¬ 
ferences,  backup  and  archiving 
tactics  are  often  used  interchangeably  and 
sometimes  without  a  clear  understanding  of  the 
business  needs.  In  fact,  although  51  percent  of 
the  respondents  recognize  the  divergence  in 
disciplines,  there  is  still  an  alarming  30  percent 
who  see  data  backups  and  archiving  as  a  single 
solution  to  a  single  challenge. 


An  alarming  30%  see  data 
backups  and  archiving 
as  a  single  solution 


“Some  enterprises  cling  to  the  idea  of  convergence 
of  backup  and  archiving  strategies  because  both 
challenges  are  seen  only  as  ‘storage’  require¬ 
ments,”  says  Mackowski.  “But  CIOs  must  distin¬ 
guish  between  what  needs  to  be  backed  up  and 
what  needs  to  be  archived  to  deploy  a  more  direct 
approach  to  treating  data  differently.” 

And,  according  to  a  majority  of  the  respondents, 
that’s  exactly  where  data  storage,  protection 
and  retrieval  are 
headed. 

The  good  news  is 
that  developing 
winning  backup 
and  archiving 
strategies  isn’t  as 
difficult  as  one  might  think.  First  and  foremost,  CIOs 
need  to  consider  all  their  data — the  information 
life  cycle,  the  purpose  and  value  of  the  information 
throughout  its  life  cycle,  and  its  role  in  litigation 
discovery.  Then  they  can  make  informed  decisions 
based  on  what  makes  the  most  business  sense — 
which  ultimately  means  considering  backup  and 
archiving  separately. 

“If  an  enterprise  hasn’t  matured  to  this  point,  they 
are  inadvertently  putting  data  and  their  businesses 
at  risk,”  says  Mackowski.  “And,  in  all  likelihood, 
they’re  spending  way  too  much  money  backing  up 
too  much  data  for  too  much  time.” 


CIOs  must  distinguish 
between  what  needs  to 
be  backed  up  and  what 
needs  to  be  archived 


Are  you  ready  to  ask  the  tough  questions 
about  your  backup  and  archiving  strategies? 
Go  to  www.cio.com/whitepapers/ 
ironmountain  now  to  obtain  a  free  download 
of  the  full  survey  results  with  insightful  com¬ 
mentary  from  industry  luminaries.  You’ll  walk 
away  with  the  practical  advice  you  need  to 
make  all  the  right  decisions  around  data  stor¬ 
age,  protection  and  retrieval. 

▲  ,  ,  ,  DIGITAL' 

IRON  MOUNTAIN 


Custom  Solutions  Group 
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SOFTHINGSTOCOME 


We  asked  20  people  (are  you  sensing  a  theme  here?) 
who  understand  the  present  and  think  about  the  future  what 
the  coming  years  may  hold  for  IT,  CIOs,  business  and 
(why  notthink  big?)  the  whole  human  race 

INTERVIEWS  CONDUCTED  BY  THE  STAFF  OF  CIO  AND  CIO.COM 


What  Won't  Change 

Gerald  M.  Weinberg 

author  of  The  Aremac  Project,  founder  and  host  of  the 
Amplifying  Your  Effectiveness  Conference 

©THE  ONE  THING  I’ve  learned  from  a  half-century  in  the  computer 
industry  is  that  we  can  predict  anything  but  the  future.  In  other  words,  I 
predict  that  the  future  will  surprise  us,  so  to  prepare  for  the  future,  we’d 
better  stay  adaptable. 

Though  the  question  “What’s  coming?”  seems  to  imply  change,  I  feel 
somewhat  safer  predicting  certain  things  that  won’t  change  in  the  next 
50  years  because  they  haven’t  changed  in  the  past  50.  First  and  foremost, 
human  beings  won’t  change.  They’ll  continue  to  blunder  around  emotion¬ 
ally,  failing  to  do  what  they  know  they  ought  to  do  when  building  and  sup¬ 
porting  computer  systems.  For  that  reason,  the  need  for  effective  managers 
will  not  change,  but  it  will  grow  more  critical. 


The  Computer 

Industry 

Joe  Haldeman 

professor  at  MIT,  author  of 

The  Forever  War, 

winner  of  three  Hugo  Awards  and 

four  Nebula  Awards  for  science  fiction 

©  IN  SOME  NOT-TOO-DISTANT  future, 
the  computer  industry  will  be  as  obsolete 
as  the  Old  South’s  “peculiar  institution." 
Once  computers  are  self-aware  and  com¬ 
pletely  networked,  they  will  do  what  ben¬ 
efits  them,  regardless  of  the  desires  of  the 
mushy  mortals  who  invented  them. 
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The  Customer  Age 

Paul  Greenberg 

author  of  CRM  at  the  Speed  of  Light,  President  of  The  56  Group 

©  IN  ORDER  FOR  CRM  to  have  any  future— meaning  CRM  as  a  strategy  for 
customer  engagement— the  enterprises  have  to  realize  it’s  time  to  cede  con¬ 
trol  to  the  customers  because  the  customers  already  have  it.  The  ascension 
of  wikis,  blogs,  podcasts,  Web  2.0  and  social  networking,  combined  with  the 
ability  of  the  customer  to  easily  acquire  the  products  and  services  that  they 
want  from  multiple  places— whether  it’s  Best  Buy,  Circuit  City  or  a  local  mom- 
and-pop  shop,  at  roughly  the  same  price  and  the  same  speed— have  changed 
everything. 

The  move  for  companies  is  from  a  strategy  of  managing  the  relationship 
with  customers  to  managing  customer  engagement  so  that  the  customer  is  not 
what  we  think  of  as  a  loyal  customer  but  a  customer  advocate  on  behalf  of  the 
enterprise  who  can  form  a  collaborative  team.  That’s  a  big  shift  in  CRM. 

Companies  have  to  realize  that  the  customer  ecosystem  is  utterly  dominant. 
The  hard  part  for  companies  is  acting  on  that,  being  transparent  and  making 
marketing  the  start  of  a  conversation,  as  opposed  to  a  division  that  pushes  out 
hype  to  capture  the  customer's  attention.  This  will  take  CRM  into  the  whole  2.0 
world,  which  it’s  currently  not  in.  It  will  take  a  lot  of  companies  a  long  time  to 
get  there. 


The  CIO  The  Intelligent 

Evolution  Business 


Glen  Salow 

EVP  of  Service  Delivery  and 
Technology,  Ameriprise  Financial 

©  WHEN  I  FIRST  MOVED  into 
a  technology  leadership  role,  it 
was  all  about  the  effective  and 
efficient  enterprise.  Over  the 
years,  my  focus  has  shifted  to  the 
client.  The  next  10  years  will  be 
even  more  about  the  client.  The 
challenge  will  be  more  and  more 
about  assessing  how  investments 
that  enterprises  direct  toward 
improving  the  quality  of  life  for 
their  clients  translate  into  setting 
enterprise  investment  agendas. 

Put  another  way,  the  CIO 
will  need  to  evolve  as  a  leader, 
from  automating  to  enabling  to 
delighting  and  from  internally 
focused  to  client  anticipating. 


Brian  Babineau 

Senior  Analyst,  Enterprise  Strategy  Group 

O  THE  WORLD  OF  Bl  is  heading  toward 
less  structure,  more  chaos.  This  is  not  nec¬ 
essarily  a  bad  thing  because  BI  processes 
and  technology  thrive  when  there’s  more 
information  coming  from  a  variety  of 
sources.  I  despise  theoretical  concepts  that 
describe  technology  transformation  (how 
many  times  can  we  really  use  2.0?)  so  I’m 
going  to  predict  that  over  the  next  few  years 
there  will  be  more  focus  on  the  intelligence 
aspect  of  BI.  With  the  volumes  of  informa¬ 
tion  to  be  searched  and  analyzed,  technol¬ 
ogy  must  help  organizations  decipher 
what’s  relevant  and,  more  important,  why 
it’s  relevant.  BI  will  integrate  more  closely 
with  enterprise  search  solutions  to  aggre¬ 
gate  information  sources  and,  through  pat¬ 
tern  matching  and  relationship  mapping, 
make  them  more  intelligible  and  useful. 


Red  Light, 

Green  Light 

David  Thompson 

CIO,  Symantec 

STARTING  NOW,  CIOs  are 
going  to  have  to  embrace  renew¬ 
able  energy  sources  to  power  their 
data  centers.  They  should  start  to 
think  early  in  the  design  process 
about  how  to  utilize  wind,  solar 
and  hydro  energy. 

In  the  meantime,  CIOs  can 
have  a  real  impact  on  IT  energy 
management  by  utilizing  server 
and  storage  virtualization.  Efficient 
energy  use  is  at  the  top  of  the 
list,  but  other  benefits  range  from 
optimizing  operation  functions  to 
increasing  security  and  creating 
a  simpler,  more  centralized  IT 
infrastructure. 

In  the  future,  I  believe  we’ll  see 
an  increased  use  of  software  as 
a  service.  Taking  advantage  of  a 
hosted  service  to  maintain  opera¬ 
tions  without  the  logistics  of  main¬ 
taining  current  infrastructure  or 
expanding  infrastructure  is  another 
way  of  bringing  down  energy  costs 
and  usage. 


Rules, 

Regs and 

Compliance 

Trent  Henry 

VP  &  Research  Director, 

Security  &  Risk  Management 
Strategies,  Burton  Group 

©  WHEN  I  CONSIDER  the  future 

of  compliance,  two  “J”  words 
come  to  mind.  The  first  is  “just,” 
as  in  “just  part  of  my  job."  That 
is,  we’ll  focus  less  on  compliance 
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and  more  on  prudent  controls 
within  the  enterprise.  And  those 
controls  will  be  part  of  the  day- 
to-day  activities  of  employees, 
not  something  special  done  for 
an  audit  report.  The  second  is 
"jurisdiction.”  The  global  nature 
of  business  means  that  we  have 
to  be  mindful  of  compliance 
issues  not  only  in  our  home 
countries  but  also  in  other  lands. 
That  can  be  a  real  challenge 
because  sometimes  require¬ 
ments  might  be  at  odds. 


Tools  We’ 1 1 

Create 

Dave  Girouard 

Vice  President  &  General 
Manager,  Enterprise,  Google 

SINCE  ITS  BIRTH,  IT  has 

been  about  automation  and  has 
been  designed  around  the  needs 
of  the  business  at  the  expense  of 
people.  So  a  procurement  system 
or  a  manufacturing  system  has 
been  designed  to  automate  the 
business  to  reduce  costs  and  to 
increase  the  speed  of  the  busi¬ 
ness.  That’s  what  IT  has  been 
about,  and  all  those  gains  have 
been  wrung  out.  Now  the  really 
interesting  things  are  about 
moving  from  a  business-centric 
model  to  a  people-centric  model. 
CIOs  are  still  seeing  gains  from 
business  process  reengineering 
and  getting  the  last  bits  out  of 
that.  Dell  has  proven  that  the  sup¬ 
ply  chain  model  is  fantastic,  but 
it  only  gets  you  so  far.  You  have 
to  be  more  than  an  incredibly 
efficient  supply  chain.  So  what’s 
really  going  to  define  what  the 
business  does  in  the  next  five  or 
10  years  is  more  about  innovation 
in  the  tools  people  use  and  the 
environments  people  work  in. 


A 1 1  Tomorrow’s  Software 

Grady  Booch.  IBM  Fellow,  inventor  of  C++ 

Software-intensive  systems  will  become  increasingly  invisible  (as  they  weave  into 
the  interstitial  spaces  of  society)  and  increasingly  complex  (for  there  is  an  essential, 
inescapable  and  growing  complexity  to  such  systems).  Our  civilization  runs  on  soft¬ 
ware,  and  this  reality  will  become  even  more  true  in  the  coming  years.  The  continuing 
rise  in  computing  performance  and  storage  will  contribute  to  civilization’s  increasing 
dependency  on  software:  the  decreasing  size  of  form  factors;  the  dominance  of  inti¬ 
mately  concurrent  (multicore)  systems,  as  well  as  massive,  loosely  coupled  distributed 
systems;  the  presence  of  personal  automated  devices  plus  pervasive  embedded  systems 
and  the  advances  in  materials  such  as  digital  paper  and  the  global  economic  pull  toward 
software-intensive  systems.  There  will  undoubtedly  be  some  technical  breakthroughs 
that  we  cannot  anticipate:  quantum  computing,  robotics,  practical  AI.  These  are  all 
areas  ripe  for  advancement.  However,  that  being  said,  one  thing  we  know  is  true:  Devel¬ 
oping  software-intensive  systems  has  been,  is  and  will  remain  fundamentally  hard. 


Whither 

theCIO? 

June  Drewry 

VP  of  the  Society  for 
Information  Management’s 
Leadership  Development 
Institute  and  Global  CIO, 
Chubb  &  Son 

©  THE  CIO  ROLE  HAS 
been  increasing  over  the 
years  with  no  indication 
that  this  is  just  a  short¬ 
term  situation.  Technology 
permeates  everything  we 
do  today.  The  technical 
choices,  integration  and 
execution  get  more  and 
more  complex.  Only  a 
very  naive  person  could 
imagine  these  technical 
responsibilities  disappear¬ 
ing.  Additionally,  many 
CIOs  are  being  seen  as 
the  best  people  capable 
of  taking  on  new  enter¬ 
prisewide  responsibilities 
of  innovation,  execution  or 
integration. 


Short  Term, 

You’ll  Still  Be 
Paying  for 

Your  ERR 

Chad  Eschinger 

Research  Director, 

Software  Markets  Research  Team, 

Gartner 

©  THE  ERP  MARKET  will  continue  to  see  more 
consolidation  and  expansion.  Most  of  the  market’s 
estimated  $17  billion  size  is  attributed  to  annual 
maintenance  contracts.  While  we've  seen  and  esti¬ 
mated  solid  growth  for  a  market  of  this  size,  there  are 
limited  new  sales  opportunities  outside  of  the  small- 
and  medium-size  business. 

Current  sales  activity  with  global  organizations 
resides  with  instance  consolidation  and  add-on  sales 
as  we  find  a  majority  of  companies  holding  off  major 
upgrade  projects  until  the  viability  and  commitment 
to  existing  portfolios  can  be  articulated.  We  expect  to 
see  price  compression  to  continue  as  the  major  ERP 
vendors  assimilate  yesterday’s  innovation  into  new 
releases,  which  will  also  continue  to  raise  the  bar  for 
specialized  vendors,  making  enterprise  decisions 
more  difficult.  We  also  expect  that  SaaS  will  have  an 
impact,  though  more  in  human  capital  management 
than  in  any  other  ERP  market  segment. 
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The 

Outsourcing 

Horizon 

Jeanne  W.  Ross 

Principal  Research  Scientist, 

MIT  Center  for  Information 
Systems  Research 

THE  FUTURE  LEADS  to 

greater  commoditization  and  com- 
ponentization.  Exhausted  from 
efforts  to  meet  the  needs  of  clients 
who  want  customized  services  at 
bargain  prices,  outsourcers  will  shy 
away  from  big  negotiated  deals  and 
work  toward  developing  a  menu 
of  standard,  individually  priced 
products.  Outsourcing  vendors 
will  learn  the  art  of  cross-selling  to 
enhance  customer  loyalty.  Vendors 
will  innovate  only  to  the  extent 
that  it  saves  them  money  or  helps 
them  introduce  new  mass-market 
products  or  services.  But  they  will 
contribute  to  client  innovation  by 
allowing  managers  to  focus  on  stra¬ 
tegic  opportunities  rather  than  on 
managing  commodity  processes— 
or  the  vendors  that  provide  them. 

Global  customers  will  insist  on 
global  providers.  But  as  the  wage 
differentials  from  country  to  coun¬ 
try  start  to  diminish,  vendors  will 
reorganize  around  regional  offices 
that  will  offer  affordable  wages  by 
locating  facilities  outside  of  major 
cities.  Vendors  will  thus  adopt 
organizational  structures  similar  to 
those  of  their  clients:  federal  orga¬ 
nizations  that  push  much  decision 
making  to  local  offices.  Wages  will 
be  somewhat  higher  when  vendors 
rely  primarily  on  onshore  support, 
but  the  coordination  costs  will  be 
reduced. 


Today’s  Kids, 

Tomorrow’s  Leaders 

Linda  Goodspeed 

CIO,  Lennox  International 

THE  CHILDREN  OF  TODAY  communicate  constantly  and  virtually.  They 
are  technically  articulate  and  are  expert  multitaskers.  If  you  extrapolate  from 
current  trends  to  the  next  10  years,  these  children  will  be  the  leaders  of  masses  of 
people  in  virtual  corporations.  All  leaders  will  be  CIOs  of  one  nature  or  another. 
They  will  learn  quickly  and  think  naturally  in  terms  of  what  technology  can  do 
for  them.  The  function  of  running  the  company’s  back  office  may  still  be  leveraged 
in  one  group,  or  outsourced,  and  the  change  management  of  software  will  still 
be  required,  but  I  see  strategy  and  IT  merging  to  deliver  business  benefits  much 
faster  than  we  can  imagine. 

Mass,  decentralized  customization  of  business  unit  strategy  led  by  business 
information  leaders  may  occur.  This  new  world  will  enable  every  business 
leader  to  change  the  system  autonomously  and  rapidly  while  maintaining  back- 
office  synergies.  I  also  believe  that  the  world  of  virtual  gaming  and  simulation 
software  will  be  a  way  of  life  in  corporations  as  we  simulate  and  test  market 
conditions  before  introducing  new  products  or  rolling  out  new  business  strate¬ 
gies.  Today  people  go  to  school  to  learn  technical  or  IT  skills  and  join  a  company 
to  gain  business  knowledge.  This  may  be  completely  reversed  in  the  future.  IT 
skills  will  be  a  way  of  daily  life  and  schools  will  need  to  focus  on  business  skills 
to  prepare  students  for  this  real  world  since  so  much  of  their  time  will  be  spent 
in  a  virtual  world. 


The  CIO,  Transformed 

John  Stevenson 

former  CIO  of  Sharp  Electronics, 

Board  member  of  the  Society  for 
Information  Management  Foundation, 

President  of  JG  Stevenson  Association 

©  TEN  YEARS  FROM  NOW,  the  CIO  is  the  CEO:  Chief  Efficiency  Officer. 
The  consumer  and  business  world  will  have  had  another  major  transforma¬ 
tion.  Individual  consumers  and  business  managers  will  no  longer  be  content 
with  shopping  or  conducting  other  commercial  activities  the  old-fashioned 
way;  they’ll  be  using  automated  online  tools  that  we’re  just  beginning  to  fully 
embrace  today.  For  example,  real-time,  interactive  customer  supply  checker 
systems  will  directly  interrogate  customer  inventory  on  hand  for  efficient 
resupply  while  allowing  electronic  payments  that  automatically  operate  under 
agreed-to  terms.  Or  another  example  is  car  maintenance  planners,  where  car 
mileage  and  other  drive-train  checks  are  electronically  sent  to  the  owner’s 
chosen  maintenance  organization.  Appointment  and/or  backlog  times  will  be 
sent  back  to  the  owner  for  planning  for  the  needed  maintenance.  IT  and  CIOs 
will  be  the  hub  to  deliver  these  changes. 
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Web  0.0, 1.0, 

2.0  and  3.0 

Philip  Evans 

Senior  Partner, 

Boston  Consulting  Group 

©  WEB  2.0  IS  NOT  A  BUBBLE.  The  dotcom 
bubble  was  really  only  a  bubble  with  respect  to 
capital  markets  (and  the  press).  Almost  every 
measure  of  real  Internet  usage  merely  paused 
for  a  year  and  then  resumed  growth  at  much 
the  same  rate  as  before.  This  time  around, 
there  may  be  bit  of  a  bubble  with  respect 
to  the  acquisition  prices  of  MySpace  or 
YouTube  and  in  the  stock  market  valuation  of, 
for  example,  Google,  but  that’s  hardly  compa¬ 
rable  to  the  Nasdaq  mania  of  1999  to  2000. 
Web  2.0  is  here  to  stay  because  it’s  actually 
Web  0.0.  Peer-to-peer,  user-generated  dia¬ 
logue  and  content,  and  open,  interoperable 
standards  are  precisely  what  the  Web  was 
originally  about.  The  deviation  was  Web  1.0 
(the  dotcom  craze),  when  the  Web  was  reinter¬ 
preted  as  a  new  channel  for  old  broadcast  and 
hub-and-spoke  proprietary  business  models. 
Web  1.0  was  the  fad;  Web  2.0  is  a  return  to  the 
roots  of  the  Internet. 

What  will  Web  3.0  look  like?  The  principles 
of  the  Web  are  what  they  have  always  been. 
There  will  be  innovation  of  course,  much  of 
it  unpredictable,  but  it  will  not,  I  think,  be  a 
rejection  of  Web  2.0,  rather  its  proliferation. 
The  most  important  innovations  in  the  next 
few  years  will  be  the  extensions  of  the  Web 
to  the  mobile  handset  and  into  the  television 
set,  with  many  of  the  most  interesting  innova¬ 
tions  occurring  abroad.  Precisely  the  loose, 
mashed-up,  interoperable,  shared-IP, 
advertising-supported  models  we  see  in 
Web  2.0  will  attack  the  vertically  integrated, 
command-and-control,  proprietary  worlds  of 
telephony,  media  and  advertising.  These  are 
trillion-dollar  global  industries;  the  new  tech¬ 
nologies  and  business  models  are  classically 
disruptive,  the  attackers  are  among  the  smart¬ 
est  and  best-funded  companies  out  there,  but 
the  defenders  understand  that  their  survival  is 
at  stake.  Whether  we  call  it  Web  3.0  or  not,  this 
battle  will  command  our  attention  for  some 
considerable  time. 


When 
the  Next 

Bubble 

Bursts 

Mark  Polansky 

North  American  Managing 
Director  of  Korn/Ferry 
International’s  Information 
Technology  Center  of  Expertise 

©  IF  THERE  IS  A  downturn  in 
the  economy,  IT  will  be  affected 
differently  than  it  was  six  years 
ago.  In  the  2001  to  2003  time 
frame,  the  focus  was  on  cost 
reduction.  For  the  most  part, 
enterprise  IT  has  already  done 
that.  They’ve  consolidated  data 
centers,  renegotiated  vendor 
contracts  and  integrated  mul¬ 
tiple  businesses  onto  common 
platforms.  There’s  not  much  left 
to  squeeze  out  without  hurting 
functionality.  If  there’s  a  reces¬ 
sion,  IT  will  simply  hunker  down 
and  keep  in  effect  what  it’s  got 
going.  What  will  be  cut  will  be  the 
development  of  new  initiatives. 


Your  Plan 

for 2027 

Alex  Cullen 

Vice  President  and  Research 
Director,  Forrester  Research 

AN  EFFECTIVE  IT  strategic 
plan  is  context-based,  purpose- 
driven,  change-focused  and 
compatible  with  an  organization’s 
culture  and  practices.  So  what’s 
the  context  for  2027? 

First  of  all,  businesses  are 
completely  digitized— process 
automation  is  complete  and  busi¬ 


ness  users  can  directly  config¬ 
ure  process  changes.  Business 
teams  will  be  able  to  construct 
their  own  IT  environments 
using  services  and  tools  they 
source  either  from  the  Internet 
or  from  their  IT  organization. 
Technology  will  no  longer  be 
seen  as  a  source  of  competi¬ 
tive  advantage  because  it  is  so 
completely  intertwined  with 
business  operations  that  it’s 
impossible  to  talk  about  it  sep¬ 
arately.  Competitive  advantage 
will  come  from  business  mod¬ 
els,  practices  and  customer 
perceptions,  with  technology 
as  a  given. 

Although  IT  departments 
will  still  be  responsible  for 
support  for  some  legacy  sys¬ 
tems,  their  primary  value  will 
be  advising  and  supporting 
business  areas  using  their  self- 
managed  environments. 

Oh,  and  the  very  last  Cobol 
programmer  will  have  just 
retired. 

The  IT  strategic  plan  for  a 
firm  in  this  context  might  cover 
the  following: 

Strengthening  IT’s  skills 
as  advisers  to  these  business 
teams.  IT  could  emulate  a  con¬ 
cierge  in  a  five-star  hotel,  antic¬ 
ipating  the  needs  and  being 
savvy  to  the  operating  styles  of 
different  business  areas  while 
helping  them  create  the  opti¬ 
mal  information  workplaces 
for  their  teams.  Also,  providing 
management  control  over  the 
disposable  IT  workspaces  busi¬ 
ness  teams  create  and  improv- 


The  Thought  Market 


What  does  INNOVATION  really 
mean?  Where  do  ideas  come 
from?  Some  come  from  CIO 
Executive  Editor  Elana  Varon's 

Innovation  and  IT  Strategy 
blog  at  advice.cio.com. 

cio.com 
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ing  work-life  balance  now  that 
there  are  virtually  no  boundar¬ 
ies  between  work  systems  and 
personal  systems,  and  people 
are  always  available. 

And  don’t  forget  continuing 
support  for  legacy  applications 
now  that  there  are  no  Cobol  pro¬ 
grammers  left. 

That’s  right,  the  IT  strategic 
plan  in  2027  will  talk  very  little 
about  technology. 

The  consumerization  of 
technology  via  Web  2.0  will 
put  innovation  in  how  business 
uses  technology  in  the  hands 
of  business  teams,  not  in  the 
IT  organization  as  we  know  it. 
Technology  innovations  from 
vendors  and  open-source  net¬ 
works— such  as  new  informa¬ 
tion  sharing,  collaboration  and 
decision-making  tools— will  be 
promoted  directly  to  and  used 
by  these  business  teams.  The  IT 
organization’s  primary  contri¬ 
bution  to  business  innovation 
will  not  be  today’s  R&D  model 
but  rather  its  role  as  a  facilitator, 
consultant  and  information  hub 
for  these  teams. 


Four  Innovations 

Thomas  M.  Koulopoulos 

Founder,  Delphi  Group 

Executive  Director,  Babson  Center  for 

Business  Innovation 

©  WE'VE  BARELY  LAID  THE  foundation  for  IT.  The  real  innovation  is  just  starting  in 
four  areas:  on-demand  computing,  standardization,  open  source  and  globalization. 

On-demand  will  provide  IT  as  pure  utility,  ushering  in  an  era  of  solutions  rather 
than  tools.  The  impact  will  be  akin  to  the  advent  of  power  utilities  in  the  era  of  indus¬ 
trialization. 

Standardization  will  finally  allow  software  components  to  work  in  a  true  architec¬ 
ture.  Except  for  a  few  commodity  providers,  software  megaplayers  will  be  out  of  the 
software  business. 

As  the  first  two  innovations  mature,  open  source  will  extend  to  an  unimaginable 
scale,  integrating  innovations  on 
a  massive  global  grid. 

Last,  all  of  this  will  usher  in 
the  promise  of  globalization. 

Remember,  everything  we  see 
today  in  IT  reflects  less  than  10 
percent  to  15  percent  of  global 
access  to  the  Internet.  At  least  5 
billion  people  still  have  no  access 
of  any  sort  to  IT.  We  live  and  inno¬ 
vate  in  a  sliver  of  humanity.  Let’s 
hope  we  can  innovate  IT  to  help 
the  rest  of  us.  Otherwise,  can  we 
really  call  it  innovative? 


An  Annotated 
Time  Line 

2011  to  2023 

Larry  Niven 

author  of  Ringworld,  coauthor  of 
Lucifer’s  Hammer,  A  Mote  in  God’s  Eye 
and  many  others.  Winner  of  five  Hugo 
Awards  and  one  Nebula  Award  for 
science  fiction 


Staffing  Now 

for  the  Future 

Bob  Worrall 

CIO,  Sun  Microsystems 

WITH  THE  I.T.  INDUSTRY  poised  to  take  advantage  of  more  net- 
work-based,  secure  application  services,  the  role  of  IT  will  change 
significantly.  The  traditional  roles  of  applications  developers  and  opera¬ 
tions  support  staff  will  give  way  to  roles  such  as  vendor  management, 
contracts  administration  and  communications.  Equally  important,  the 
business  analyst  will  continue  to  be  a  vital  role  within  the  department. 
However,  that  role  will  focus  less  on  the  actual  design  of  technological 
solutions  and  more  on  the  definition  of  clear  business  requirements, 
which  will  be  built  and  operated  by  trusted  partners  and  delivered  as 
services  over  the  Internet. 


2  011  FIRST  ATTEMPT  to  attain  civil 
rights  for  a  computer  program.  Not 
taken  seriously. 

2020  SEVERAL  PROGRAMS  are 

powerful  enough  to  claim  intelligence. 
First  computer  program  to  attain  civil 
rights  finds  that  it  cannot  survive  with¬ 
out  computers  as  housing.  Computers 
are  still  human  property. 

2022  PROPERTY  RIGHTS 

for  programs. 

2023  COMPUTER  PROGRAMS 

own  most  of  human  wealth.  The 
computer  industry  still  includes 
human  programmers,  but  managers 
and  owners  are  all  programs  and  sub¬ 
programs.  QQ 
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The  Year  Ahead 


Capitalizing  on 
Business  and 
Technology  Disruption 

October  28-30,  2007 

The  Hotel  Del  Coronado  •  Coronado,  CA 
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Attend  CIO  magazine’s  fifth  annual  The  Year  Ahead 
conference  and  walk  away  with  actionable  ideas 
on  how  to  deal  with  disruption  —  both  good  and 
bad.  Discover  how  you  can  be  prepared  to  handle 
disruptions  and  potentially  benefit  from  the  next 
disruptive  influence  in  your  organization,  market  or  in 
the  world  around  you.  We  understand  the  demands  on 
your  schedule  and  ensure  you  that  attending  CIO  1 08 
will  be  three  days  out  of  the  office  very  well  spent. 

Hear  from  and  exchange  ideas  with  colleagues,  thought 
leaders  and  CIO  magazine  editors  at  this  prestigious 
event.  Meet  the  new  inductees  and  current  members  or 
the  CIO  Hall  of  Fame  —  some  of  the  most  revered  and 
recognized  members  of  the  CIO  community. 
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Alan  Kay,  President,  Viewpoints 
Research  Institute;  Monte  Ford, 

Senior  Vice  President  and  CIO, 
American  Airlines  and  Cory  Ondrejka, 
Chief  Technology  Officer,  Linden  Lab 


To  learn  more,  visit  www.cio.com/cio08 


some  see  the  awesome  potential  of  business, 
others  see  innovation  powered  by  IT. 


I 


There’s  almost  nothing  that  business  isn’t  capable  of  accomplishing.  Products  that 
make  our  lives  easier.  Ideas  that  change  the  way  we  work.  Breakthroughs  that  extend 
our  lives.  And  who  hasn't  witnessed  the  power  of  IT  and  its  seemingly  limitless  ability 
to  achieve  what,  just  a  few  years  ago,  was  thought  to  be  impossible?  What  happens 
when  these  two  forces  are  joined  together?  To  find  out,  go  to  ibm.com/special/cio 


The  Strategic  CIO 

FULFILLING  THE  ROLE'S  NEW  MANDATE 

By  the  leaders  of  the  CIO  Executive  Council 

The  CIO  Role  Yesterday, 
Today  and  Tomorrow 

Marriott  International  CIO  Hall  of  Famer  Carl  Wilson  remembers  when  IT  was  only 
about  the  technology— and  tells  us  why  it’s  up  to  today's  IT  leaders  to  teach  future 
CIOs  tomorrow’s  skills 


In  1987, 1  was  working  at  The  Pillsbury  Company 
under  Vice  President  of  Information  Management 
John  Hammitt  (the  title  of  CIO  was  not  widely  used 
at  that  time)  when  CIO’s  founding  Editor  Marcia 
Blumenthal  came  to  visit  with  him  about  ideas  on  feature 
articles  for  a  startup  magazine  for  our  then-emerging  pro¬ 
fession.  I  went  along  to  the  meeting,  I  must  admit,  primar¬ 
ily  for  the  free  lunch.  Now,  20  years  later,  I  am  honored  to 
be  asked  to  reflect  on  the  changes  in  the  CIO  role  for  this 
magazine’s  20th  anniversary. 

When  the  inaugural  issue  of  CIO  hit  the  streets,  suc¬ 
cessful  CIOs  were  mostly  seen  as  strong  technologists. 
Many  of  the  leading  technologies  of  the  time— MS-DOS, 
Apple’s  Macintosh,  IBM  PCs,  Windows  and  analog  cellu¬ 
lar  phones— were  designed  to  enable  individual  productiv¬ 
ity.  Reflecting  the  stand-alone  nature  of  those  technologies, 
companies  created  predominantly  siloed  IT  functions  that 
reported  to  finance  or  to  a  unique  line  of  business,  with 
limited  cross-functional  interaction. 

Our  business  peers  thought  of  us  as  data  processing  or 
information  systems  managers  and  not  CIOs.  IT  “owned”  the 
technology,  and  we  were  responsible  for  making  it  work. 

The  Cross-Enterprise  Era 

And  then,  a  little  over  a  decade  ago,  the  IT  profession 
began  to  come  of  age  with  the  rise  of  technologies  such 
as  the  Web,  Java  programming  and  wired  and  wireless 
LANs.  These  tools  made  it  economically  feasible  to  enable 
business  processes  across  functions  and  speed  up  decision 
making.  CIOs  started  to  look  horizontally  across  functions 


ILLUSTRATION  BY  IMAGES.COM/CORBIS 


www.cio.com  |  OCTOBER  1,  2007  89 


we  see  a  bridge  that  connects  the  two. 


When  business  and  IT  are  working  as  one,  costs  go  down.  And  overall  agility  goes, 
well,  through  the  roof.  But  the  best  news  is,  when  you’re  fully  integrated,  you  can 
collaborate  in  new  ways.  New  products  can  be  driven  by  customer  insights.  And 
you  can  quickly  react  to  an  opportunity.  In  short,  you  can  innovate.  Of  course, 
creating  a  collaborative  environment  will  take  some  work.  But  we  know  the  perfect 
person  for  the  job.  To  find  out  more,  go  to  ibm.com/special/cio 
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and  became  involved  in  all  aspects  of  the  business.  Business 
leaders  began  to  see  technology’s  potential  to  integrate  business 
processes,  and  they  began  to  seriously  assume  their  role  as  the 
ultimate  owners  of  that  technology.  CIOs  gained  meaningful 
seats  at  the  table;  we  were  at  last  positioned  to  automate  pro¬ 
cesses  horizontally  and  achieve  the  real  value  of  IT. 

I  recall  being  at  Bendix  during  the 
late  1960s  designing  file  layouts 
and  trying  to  fit  everything  into 
80  columns,  when  a  colleague 
said,  "You  know,  this  won't  work 
when  we  hit  2000/'  I  laughed  and 
said,  "This  won't  be  around  in 
2000."  What  did  I  know? 


My  experience  at  Marriott  International  mirrors  these 
changes.  I  joined  Marriott  10  years  ago  as  its  first  CIO  and  an 
officer  of  the  company.  Our  technology  then  was  predominantly 
back  office.  With  the  advent  of  CRM,  IT  moved  out  to  the  front 
desk,  enabling  guest  recognition.  Then  IT  moved  into  the  guest 
room  with  high-speed  Internet  access.  Now  with  our  Web  reser¬ 
vation  systems,  technology  is  in  our  guests’  homes  and  offices. 
Marriott.com  brings  in  more  than  $4  billion  in  annual  revenue; 
that’s  IT  driving  top-line  growth.  When  our  Chairman  and  CEO 
Bill  Marriott  launched  his  blog  Marriott  on  the  Move  earlier 
this  year,  I  knew  that  Marriott  had  reached  a  new  milestone  in 
the  power  and  reach  of  technology.  His  blog  has  had  more  than 
175,000  hits  since  its  launch.  The  expectation  that  we  will  take 
care  of  the  back-office  technology  has  never  gone  away,  but  now 
we  also  have  accountability  for  this  broader  scope  of  IT. 

Marriott  and  other  companies  recognized,  however,  that  a 
more  strategic  role  for  the  CIO  alone  is  not  enough  to  sustain 
a  real  business-technology  partnership.  To  build  a  common 
language  and  trust  between  our  business  and  technology 
associates,  my  team  and  I  created  organizational  structures, 
compensation  plans  and  career  development  programs  to  drive 
alignment.  We  also  educated  our  business  partners  about  what 
technology  could  and,  sometimes  more  importantly,  could  not 
do  to  support  Marriott,  and  we  educated  ourselves  about  Marri¬ 
ott’s  key  business  drivers.  We  have  moved  beyond  alignment  to 
convergence,  and  Marriott’s  business  and  IT  teams  jointly  rec¬ 
ognize  the  potential  of  technology-enabled  business  systems. 

While  technology  advances  and  IT-business  alignment 
account  for  some  of  the  changes  we  have  seen  in  the  role  of  the 
CIO,  other  factors  have  also  come  into  play.  Major  events  like  Y2K 
and  9/11  revealed  just  how  reliant  our  companies  are  on  technol¬ 
ogy.  With  these  events,  concepts  such  as  business  continuity 
and  redundant  layers  of  communication,  which  had  once  been 
side  notes,  came  to  the  forefront  as  mission-critical  business 


When  Times  Change, 
Leaders  Obtain  New  Skills 

CIOs  today  need  a  broader  set  of  compe¬ 
tencies  to  succeed  in  the  C  suite 

BY  REYNOLD  LEWKE  AND  STEVE  KELNER 


Over  the  last  20  years,  as  the  CIO  role  has  changed, 
the  competencies  required  to  succeed  have  changed, 
as  has  the  level  of  performance  expected  for  CIOs  to 
be  successful.  And  it’s  getting  harder  for  CIOs  to  dis¬ 
tinguish  themselves  as  outstanding. 

As  noted  by  Carl  Wilson,  20  years  ago  the  focus  of  IT 
was  on  technology  only,  and  that  technology  was  frag¬ 
mented.  The  key  priority  for  IT  managers  was  keeping  all 
those  wonderful  mainframes,  minicomputers  and  PCs 
happily  running  in  their  own  little  worlds.  Even  within 
I  BM’s  world,  3081s  did  not  talk  to  AS/400s  and  definitely 
did  not  talk  to  PC-XTs.  Thus,  a  limited  number  of  rela¬ 
tively  low-level  competencies  were  all  that  was  required 
to  succeed:  functional  technology  expertise  with  a  dose 
of  results  orientation,  a  dash  of  team  leadership  and  a 
sprinkling  of  people  development  expertise. 

Ten  years  ago,  as  devices  began  to  communicate  over 
networks  and  the  Web  became  a  business  tool,  CIOs 
began  to  be  recognized  as  potentially  key  players  in 
the  C  suite.  Additional  competencies,  such  as  their 
ability  to  influence  decisions  across  the  organization 
(the  competency  of  collaboration  and  influence)  and 
to  align  groups  (the  competency  of  change  leader¬ 
ship)  became  increasingly  important  to  their  success. 
(For  a  full  list  of  executive  competencies,  visit  www.cio 
,com/cec/strategic_cio/.) 


The  Future  of  the  CIO  on  Video 


CIOs  from  Hess,  H&R  Block, 
Chevron  and  Purdue  speculate  on 
where  the  role  is  headed  in  the  CIO 

EXECUTIVE  COUNCIL  OUTLOOK 
VIDEO  SERIES  at  www.cio.com/ 
video/outlookseries. 

cio.com 


The  variety  of  com¬ 
petencies  required 
for  the  CIO  job  and 
the  level  of  perfor¬ 
mance  expected  of 
IT  executives  contin¬ 
ued  to  increase  as  IT 


systems  grew  from  a 
support  function  to  become  entwined  with  the  business 
itself.  In  the  late  1980s,  Bob  Crandall,  then  chairman  and 
CEO  of  AMR,  stirred  controversy  when  he  said  he  would 
rather  sell  the  airline  than  the  Sabre  reservation  system. 
In  this  new  world,  strategic  orientation,  commercial  orien¬ 
tation,  external  customer  focus  and  market  knowledge 
became  important  in  ways  never  before  imagined. 


(Continued  on  page  94) 
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Integration  of  business  and  IT  isn’t  something  that’s  “hopefully”  accomplished  in 
Q... whenever.  As  one  CEO  put  it,  “It’s  as  important  as  water  is  for  sea  traffic.”  And 
since  a  CIO’s  panoramic  view  of  the  business  is  unmatched,  your  role  in  bridging 
this  great  divide  is  critical.  But  how  do  you  actually  do  it?  Where  do  you  start? 


On  the  next  page,  we  begin  to  answer  those  questions.  You’ll  find  insights  from  a 
company  that  has  a  wealth  of  business  process  and  IT  experience.  And  there’s  one 
person  who  can  bring  that  depth  of  knowledge  to  bear  on  your  business.  You.  To 
find  out  more,  go  to  ibm.com/special/cio 


what  makes  you  special? 
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needs  and  leadership  opportunities  for  the  CIO.  Incidentally, 
I’m  one  of  the  people  to  blame  for  Y2K.  I  recall  being  in  a  cubicle 
at  Bendix  during  the  late  1960s  designing  file  layouts  and  try¬ 
ing  to  fit  everything  into  80  columns,  when  a  colleague  said  to 
me,  “You  know,  this  won’t  work  when  we  hit  2000.”  I  laughed 
and  said,  “This  won’t  be  around  in  2000.”  What  did  I  know? 

More  recently,  outsourcing,  information  security,  risk  man¬ 
agement  and  globalization  have  grown  in  relative  importance 
to  most  companies.  Business  leaders  are  looking  to  IT  leaders 
for  our  insights,  recognizing  that  we  have  often  pioneered  these 
areas  on  behalf  of  our  companies  as  we  have  looked  for  greater 
efficiencies  or  simply  managed  day-to-day  operations. 

Are  We  There  Yet? 

Today  the  role  of  CIO  is  a  far  cry  from  the  days  of  this  magazine’s 
launch.  CIOs  and  our  teams  are  accountable  not  only  for  using 
technology  to  enable  business  processes,  but  also  for  helping 
shape  the  direction  of  our  companies  and  drive  profitability.  We 
are  expected  to  be  business  leaders  foremost.  Our  peers  ask  us 
for  our  thoughts  about  corporate  direction  or  policy  apart  from 
technology.  They  also  approach  us  with  insightful  ideas  about 
how  technology  can  transform  our  business. 

Yet,  for  all  of  our  advances  over  the  last  20  years,  there  are 
still  companies  and  industries  where  the  CIO  role  lags  behind 
its  true  potential.  Where  IT  is  part  of  the  company’s  end  prod¬ 
uct  or  service,  there  is  usually  an  aggressive  approach  to  IT 
leadership  enabling  and  shaping  business  value.  Where  IT  is 
not  a  critical  component,  there  isn’t  that  same  pressure,  and 
therefore  many  CIOs  are  slow  to  push  the  boundaries  of  their 
role  and  what  IT  can  do.  These  companies  will  fall  behind. 

When  I  consider  the  progress  we’ve  made,  and  in  some  cases 
haven’t  made,  I  think  of  one  of  the  best  pieces  of  professional  advice 
I  ever  received.  I  was  attending  a  meeting  where  David  Packard, 
one  of  the  founders  of  Hewlett-Packard,  was  speaking.  He  said, 
Recognize,  reward  and  compensate  your  people  on  where  you 
want  to  be,  not  where  you  are  today,  and  they  will  get  you  there. 
This  is  advice  I  encourage  all  IT  leaders  to  take  to  heart. 

The  Next  20  Years 

I  don’t  think  the  CIO  role  will  split,  be  absorbed  or  disappear. 
We  will  need  CIOs  to  be  the  general  thought  leaders  and  coor¬ 
dinators  of  business  technology.  But  I  do  think  some  of  the 
accountability  for  IT  strategy  will  be  shared  with  our  busi¬ 
ness  peers.  That’s  the  best  thing  that  could  happen,  because  it 
means  that  even  more  of  our  people  will  be  adept  at  applying 
technology  for  advantage  over  our  competitors. 

While  the  CIOs  of  the  future  will  continue  to  be  accountable 
for  most  of  the  work  we  associate  with  the  position  today,  they 
will  also  need  to  take  on  expanded  leadership  accountabilities. 
They  may  be  leaders  of  enterprisewide  shared  services  orga¬ 
nizations,  business  process  outsourcing,  change  management 


(Continued  from  page  93) 

In  1999,  Compaq  chose  its  former  CIO,  Michael  Capel- 
las,  to  be  the  CEO,  awaking  people  to  the  possibility  that 
CIOs  could  run  major  companies.  But  although  the  CEO 
job  may  be  attainable  for  the  best  CIOs,  the  rest  may  actu¬ 
ally  be  falling  behind  the  performance  curve.  As  business 
becomes  more  global  and  the  line  blurs  between  IT  that 
supports  the  business  and  IT  that  drives  the  business,  the 
expectations  of  the  CIO  are  increasing  both  in  breadth 
and  depth.  This  trend  is  widening  the  gap  between  the 
best  and  the  rest. 

The  number  of  competencies  C-suite  officers  must 
perform  at  the  outstanding  level  (the  top  15th  percentile 
in  our  scoring  range)  has  risen.  At  the  same  time,  the  gap 
between  good  and  outstanding  performance  by  CIOs  is 
double  that  of  other  C-level  executives.  This  means  the 
good  performers  are  lagging  or  falling  behind  in  meeting 
the  demands  of  the  role. 

The  CIO  of  20  years  from  now  will  need  to  be  a  technol¬ 
ogy  savvy,  global  strategic  visionary  who  can  empower  and 
inspire  people,  transform  a  business,  understand  corpo¬ 
rate  financials  and  deal  with  Wall  Street.  Any  takers?  BE! 


Reynold  Lewke  can  be  reached  at  reynold.iewke@ezi.net5. 
Steve  Kelner  can  be  reached  at  steve.kelner@ezi.net.  Both 
are  senior  managers  with  Egon  Zehnder  International. 

and  customer  relationship  management  functions.  It’s  a  logical 
leap:  My  leadership  team  at  Marriott  has  a  mixture  of  knowl¬ 
edge  and  skills  with  technology,  consulting,  MBA  and  finance 
backgrounds.  It’s  a  business  team.  Anyone  who  wants  to  be  the 
next  CIO  must  offer  to  help  people  in  other  areas  of  the  company 
where  their  skills  fit  in.  Our  company  expects  that  from  us. 

To  support  their  expanded  business  roles,  CIOs  must  create 
new  ways  of  sourcing,  developing  and  retaining  talent.  Gen  X 
and  Gen  Y  are  bringing  to  the  workplace  an  intuitive  grasp  of 
technology— so  much  so  that  they  will  likely  break  traditional 
business  molds.  That  power  has  to  be  harnessed  and  directed 
in  the  right  way  to  make  the  company  grow.  If  we  include  their 
thinking  in  our  business  processes  now,  we  will  likely  find  our¬ 
selves  steps  ahead  of  our  competitors. 

If  we  want  to  move  forward  as  a  profession,  we  will  heed  David 
Packard’s  advice  and  will  start  building  the  IT  organization  of  the 
future  now.  Otherwise,  we  risk  waiting  another  20  years  to  realize 
the  next  level  of  potential  for  IT  in  business  success.  BID 


Carl  Wilson  is  executive  vice  president  and  CIO  at 
Marriott  International,  and  a  member  of  the  CIO 
Executive  Council.  He  was  inducted  into  the  CIO 
Hall  of  Fame  in  2007.  To  comment  on  this  article, 
go  to  www.cio.com/ardcie/l31250 . 
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^we  see  you  taking  the  next  steps  toward  integration. 


Translate  IT  into  “business-ese.”  Before  IT 
and  business  can  converge,  IT  and  business 
must  understand  each  other.  So,  rather  than 
using  techno-speak,  explain  in  business  terms 
how  technology  can  positively  impact  the  orga¬ 
nization  and  give  it  a  competitive  advantage. 


Balance  risk  and  reward.  An  IT  portfolio  should 
balance  “run  the  business”  and  “grow  the  busi¬ 
ness"  projects.  The  “run”  projects  keep  your 
current  business  model  working  efficiently.  The 
“grow”  projects,  while  more  complex,  help  you 
expand  into  new  markets  and  product  lines. 


Take  down  that  wall.  Decisions  on  how  IT  is 
employed  should  be  made  jointly,  by  both  IT 
and  business  decision  makers.  So  the  walls 
between  those  groups  must  be  removed. 
That  way,  it’s  not  “we-they.”  It’s  “us”  using  IT  to 
shape  and  execute  the  business  strategy. 


Gain  a  brand-new  perspective.  Your  entire  IT 
organization  would  benefit  from  working  directly 
with  other  business  units  within  the  organiza¬ 
tion.  Once  your  staff  is  acquainted  with  specific 
business  challenges,  they’re  more  likely  to  know 
how  to  use  technology  to  solve  them. 


Now  you’re  four  steps  closer  to  integration.  The  fifth  step?  Choosing  a  partner.  And  we  can  help 
with  that,  too.  If  you  need  someone  with  extensive  integration  experience,  nobody  even  comes 
close  to  IBM.  Our  team  of  over  100,000  delivery  specialists  has  deployed  thousands  of  business 
and  IT  projects  in  multiple  industries.  And  in  many  countries. 

IBM  experts  use  proven  business  modeling  methodologies  to  help  CIOs  decide  which  IT  processes 
drive  the  most  business  value,  and  which  give  you  the  best  competitive  advantage.  Our  financing 
options  turn  up  front  costs  into  affordable  payments.  And  with  a  range  of  outsourcing  solutions,  you 
can  worry  less  about  running  the  business.  So  you  can  focus  on  growing  the  business.  If  your  goal 
is  driving  growth  and  creating  more  collaboration,  we  have  a  suggestion.  Collaborate  with  us. 


We  interviewed  170  CIOs  and  765 
CEOs.  Want  to  know  what  most  CIOs 
considered  their  greatest  obstacle? 
Find  out  at  ibm.com/special/cio 


what  makes  you  special? 


IBM,  the  IBM  logo,  ibm.com  and  What  Makes  You  Special?  are  registered  trademarks  or  trademarks  of  International  Business  Machines 
Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of 
others.  ©  Copyright  IBM  Corporation  2007.  All  rights  reserved. 


V 


Your  changing  business  is  connected  to  a  wide  variety  of  computing  devices 

is  connected  to  new  threats  that  attack  those  devices 
is  connected  to  the  power  of  one  comprehensive,  integrated  solution 
to  manage  their  security. 
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Symantec  Endpoint  Protection.  The  next  generation  of  security  from  the  leader  in  antivirus. 

New  threats  require  new  means  of  protection.  Antivirus  alone  is  no  longer  enough.  That’s  why  we’ve  combined  our 
proven  security  and  advanced  threat  prevention  technologies  with  our  Network  Access  Control  capabilities  in  a  single 
agent,  managed  by  a  single  console.  Now  you  can  have  maximum  security  in  a  smaller,  less  intrusive  product  that 
makes  it  easier  for  you  to  help  protect  every  endpoint  in  your  company.  Visit  symantec.com/sep 


Confidence  in  a  connected  world. 


^  Symantec 


